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Hatch New President 
Of Fire Association 
And Reliance Ins. Co. 


Elected to Summed, am Frank H. 
Thomas; Started Insurance Ca- 
reer With Niagara Fire 


JOINED FIRE ASSN. IN 1930 


Became Vice President in 1938, 
Director in 1942 and in April, 
1952, Executive Vice Pres. 


Directors of the Fire Association of 
Philadelphia and its affiliate, Reliance 
of Philadelphia, have elected Kenneth B. 
Hatch president to succeed the late 
Frank H. Thomas. 

Mr. Hatch was born in Chicago, and 
fas spent his entire business career in 
the insurance field. After training in the 
head office of the Niagara Fire of New 
York, he was appointed to field duties 
in the Middle West—and later served in 
Rastern territories. 


Joined Fire Association in 1930 


In 1930 Mr. Hatch joined the Fire 
Association of Philadelphia. He became 
Manager of the special risks department, 
and was elected assistant secretary of 
the companies in 1934. Accepting in- 
freased responsibilities, he was elected 
secretary in 1936 and elevated to a vice 
presidency in 1938. Since 1942 Mr. Hatch 
fas been a member of the board of di- 
fectors of the Fire Association and Re- 
flance. He became the senior underwrit- 
ing official of the companies in 1944 and 
in April, 1952, was named executive vice 
president. 

For many years Mr. Hatch has taken 
aprominent part in insurance activities, 
serving as a member of the board of 
directors of the General Adjustment Bu- 
teau, the Western Adjustment & Inspec- 
tion Co., the Underwriters Salvage Co. 
of New York, the Fire Insurance Patrol 
of Philadelphia, and trustee of the Un- 


derwriters Laboratories of Chicago. In 
addition he is a member of the commit- 
fee on laws for the National Board of 
te Underwriters, the governing com- 
Mittee of the Western Underwriters As- 
Mciation, And has served on numerous 
Committees of the Eastern Underwriters 

sociation, including the governing 
mmittee. He has been active in rate- 


(Continued on Page 21) 
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ACCIDENTS will happen, no 


Rubbers, raincoat, rain hat and 
matter how careful you are. 


umbrella. ''Pa'' was certainly 
careful to protect himself—from 
the elements. But, who will pro- 
tect ''Pa'' and his family when 
he is sued for a punctured eye? 


Remind careful families of this 
when you talk about Comprehen- 
sive Personal Liability. 


tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM. 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LTD. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK . STANDARD MARINE INSURANCE COMPANY, LTD. 


(Fire Department) e LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 








IAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 
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More than One 
and a Half Million 
Policies in Force 


| i 
LC / 


1 


fo cm om oe me ae oe oe 


U 


Sf I II 








SUN LIFE ASSURANCE COMPANY 
“> OF CANADA . 7 > 


Ownership Of Group 
Life No Deterrent 
To More Purchases 


Conclusion of Agency Management 
Assn. in “Baton Rouge’’ Study 
Just Completed 


RESULTS BY INCOME LEVEL 


Those Least Likely to Lapse; Atti- 
tude Toward Agent Shown 


in Survey 


That the ownership of Group life in 
surance may have little effect on pur- 
chases of other life insurance is shown 

1 Agency Management Association’s re- 

cently published research report, “Baton 
Rouge” (a study of lifetime ownership 
Group and other life insurance). 

\n interview survey conducted in the 
Louisiana capitol in 1949 is the basis for 
the report; questionnaires completed by 
812 persons who were heads of white 
households representing various income 
groups were analyzed. Forty-two per 
cent of those who owned some type of 
life insurance said they had at some 
time been covered under a group policy. 

In terms of total policies ever owned, 
those who had Group are shown to 
have bought an average of 3.2 policies, 
while those without Group had bought 
an average of 28. However, Group own 
ers had bought an average of only two 
policies aside from their Group. pur- 
chases. So, Group ownership appears t 
depress the buving of other  policie. 
somewhat, although not as much as had 
been believed by some insurance men 
Furthermore, when the association in- 
cluded in its figures persons interviewed 
who had never bought any kind of life 
insurance, the average number of poli- 
cies bought by those who had never 
owned Group drops to 2.4 


Income Basis 


Group life insurance owners were 
found most frequently among people 
whose incomes were between $3,000 and 
$5,000, and least frequently among those 
with incomes below $3,000. In the $3,000 
to $5,000 classification, the Association 
found that the amount of money ex 
pended for all insurance premiums by 
those who owned Group was surprisingly 
similar to the amount spent by the non 
Group buyers 

Buyers of Group insurance own a 
somewhat higher total face amount of 
insurance, including the Group, it may 
be inferred from this study and similar 
ones conducted by LI \M A. This does 


(Continued on Page 16) 
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“It’s like having 
the Liberty Bell 


in our living room.” 









You can’t have the Liberty Bell in your living room 
—but you can bring into your home the freedom, 
security and independence for which it stands. 


dependence on family or government . . . financial independence of your own 
making . . . all may be yours through life insurance. 


4 j Perhaps you don’t realize that personal freedom from worry . . . security without 
Hl ne. “. 
#3 fe Ss: Yen wif . . — ‘ . 
ey ; a &. . You can prove it easily by sitting down and talking with a Penn Mutual 
i ~ 7] 7} i a) underwriter. Chances are you'll be surprised at the variety and flexibility of 
y | | : Penn Mutual policies. 
Le Gone! ; : Our mortgage protection policy is one example. Should anything happen to 
: Re you before your home is “‘clear’’, this low-cost policy pays off the mortgage. . . 
fj ' * assures your family a comfortable, friendly place to live. 
i The Penn Mutual underwriter will show you how to provide for your retire- 
j ment . . . get maximum immediate protection at low cost . . . meet other problems 
i affecting your financial independence. And he'll work out a practical, within- 
your-means program to meet your specific needs. 
i After you've talked to him, you'll understand what we mean when we say 
“back of your independence stands The Penn Mutual.” 


Back of . D> 
Your Independence 


Stands The. 
w PENN MUTUAL” 





THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 
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R. H. Belknap President of United States Life 


Worked 


Vice 


Raymond Harvey Belknap, vice presi- 
dent and a director of Continental As- 
surance Co., which recently bought the 
United States Life, has been elected 
president of the latter company, succeed- 
ing Richard Rhodebeck. For years he 
has traveled extensively throughout the 
country and has a wide acquaintance 
with insurance agents and others in the 
life insurance business. He continues his 
official connections as well as his respon- 
sibilities with Continental Assurance and 
thus will be active in both companies. 
Attended University of Southern 
California 

Born in Erie, Pa. where his father 
was manager of the telephone company, 
he attended school in Erie and then 
went to the Coast where he became a 
student at University of Southern Cali- 
fornia’s School of Business Administra- 
tion. He worked his way while attending 
that institution. His first money-making 
job was with the actuarial department 
of Occidental Life in 1926, his boss being 
Clarence H. Tookey, then assistant actu- 
ary, and now actuarial vice president 
of the company. While with home office 
of Occidental he had experience in 
other divisions as well as actuarial, in- 
cluding underwriting, agency and publi- 
cations. fe 

After leaving home office he went to 
college. Soon he felt he wanted to sell 
insurance. In the mornings he attended 
his classes in the university; in the 
afternoon he sold insurance. Manager 
of the home office agency of Occidental 
to which Mr. Belknap gave his business 
was Ira Cunningham. Thirty days went 
by before Mr. Belknap sold his first 
policy and that sale was a good one in 
a difficult field for a novice as it was a 
partnership case of $17,500 insurance 
taken out by a printing concern. In his 
first year he managed to make the com- 
pany’s $100,000 Club. He left college in 
his junior year to become a full-time 
reason being the need 


insurance agent, é 
for larger income as he had married. 
His wife was Susan Duncan whom he 


met while she was a fellow worker in the 
actuarial department of the Occidental. 

Mr. Belknap remained a field) man 
for seven years, writing a substantial 
amount as an agent but being consider- 
ably removed from the Million Dollar 
Round Table classification. The fact that 
he was writing insurance in a period of 
business depression was in part respon- 
sible. The company noted some all- 
around qualifications which resulted in 
his appointment as a general agent in 
Pasadena where he remained for two 
years. He also became a partner in 
selknap & Belknap, general insurance 
agency, his partner being his brother, 
Kenneth A., and which agency is still 
In operation. It represents National 
Fire, American Automobile of St. Louis, 
Boston and Old Colony, and Maryland 
Casualty. 

Incidentally, while an agent Mr. Bel- 
knap was chairman of a group of field 
men who edited the company’s agency 
publication, which is called “The Pulse.” 

fter two years as general agent Mr. 
Belknap was transferred to the honte 
office and appointed assistant agency 
Secretary, Within a few months he was 


His Way 


President and a 


in College as Part-time Agent; 


Director of Continental 


Active in American Management Association 


By CLARENCE AXMAN 


promoted ‘to agency secretary and finally 
director of agencies, in which post he 
traveled throughout the United States 
and Canada. 


Joins Continental Assurance 


He was director of agencies for about 
eight years until June, 1949, when he 
joined the forces of the ( Continental As- 
surance Company as executive assistant 
to Howard C. Reeder, executive vice 
president. That company, one of the 
fastest growing life companies, recently 
attracted renewed attention when it 
passed the $2,000,000,000 of insurance in 
force. It was only four years ago that 
the company celebrated reaching its 
$1,000,000,000 of insurance in force. In 
December, 1949, Mr. Belknap was made 
vice president of Continental Assurance, 
being responsible for agency activities, 
and also having broader duties as elk 
Next, he -was made a director and a 


member of the board of directors’ ex- 
ecutive committee. The Continental As- 
surance is entered in every state except 


Louisiana, South Carolina and \labama, 
and four years ago began operations in 
Canada. 


Agency Management Association 
Activity 


Mr. Belknap has been an active figure 





BELKNAP 


RAYMOND H. 


Man- 


num- 


Insurance Agency 
serving on a 


Life 
Association, 


in the 
agement 


Continues 


Assurance; 


as 
ber of committees. His paramount 
thought was to have the Agency Man- 


Association take an interest in 
accident and health business, and finally 
an accident _ health committee was 
appointed by AMA, of which William 
Rothaermel, i president of Pacific Mu- 


agement 


tual, was chairman. Mr. Belknap fol- 
lowed Mr. Rothaermel in the post. of 
chairman of this committee. In view of 
the fact that so many life companies 
have gone into accident and health in- 
surance this committee is one of the 
most important of AMA. 


Belknap’s advance- 
ment to president, one of his confreres 
at Continental Assurance, told the writer 
that the fact that he has shown continu 
ous good judgment since he joined the 
organization and well 
with people of all types was in large part 
responsible. 

Mr. Belknap’s principal hobby is pho- 
tography and during a visit made to 
Hawaii, from which he has just returned, 


In discussing Mr. 


also gets along 


he took many pictures. He is enthusi- 
astic about Hawaii, its people and its 
scenery. “A camera man’s paradise,” h¢ 
calls it. 

The Belknap family lives in Glen 
Ellyn, Ill., which is 23 miles west of 
Chicago. They have a daughter who is 


a senior in high school. 





CLU Movement in Perspective 


By J. Harry Woop 
Editor of CLU Journal 


Professor of Management, Washington University 


A third of a century ago it was neces- 
sary that a good life agent 
know only a little about a few policies 
and be them. This was 
“commodity” the agent 
ested the buyer in a policy of a given 
amount, payable in a lump sum at either 
Good service did not 
was 
the 


insurance 
able to sell 


selling; inter- 


death or maturity. 
require more than this. The agent 


rendering good service in getting 
prospect to buy any policy at all. 
Two revolutionary developed 
rapidly during the ’20s, thin 
air, but naturally, as a result of the 
country’s changed and changing econ- 
omy: the life value concept developed by 
Dr. S. S. Huebner, and the idea of needs 
selling which was nurtured and devel- 
oped by many, including Griffin M. Love- 
lace and the late John A. Stevenson. 
30th ideas were part of the same phil- 
osophy, both required some analysis 
and individual measurement by the life 
insurance salesman, and both resulted in 
the recognition on the part of the pros- 


ideas 


not out of 


pect that his insurance requirements 
were much larger than he had sup- 
posed. 


Beginning of Programming 


Broadly speaking, this meant that life 
insurance selling was destined to go 
from commodity selling to service sell- 
ing. The service lay in demonstrating to 


the prospect, as a result of analysis, that 
he had specific, measurable family needs, 
and then showing how life insurance 
could be applied to cover these needs. 
This was the beginning of programming. 
The agent who did this became in fact 

“life underwriter.” 

To analyze and program required 
much additional knowledge and under- 
standing on the part of the life under- 
writer. Text books were being published. 
Carnegie Tech and New York Univer- 
sity offered courses to life insurance 
salesmen, and a few companies began 
to do something along educational lines 
for their field forces. 

Men of foresight and understanding 
realized that something of far greater 
import was taking place than the change 
in the method of selling. It was a reali- 
zation that this new method was really 
the practical sales application of the 
new pifiosopho--that the new philoso- 
phy was the real, the important, develop- 
ment. 

It was realized also that needs for 
life insurance were fast expanding be- 
yond the rather obvious, easily measured 
family needs to those for business pur- 
poses, for tax purposes and others. To- 
day, the really advance work is known 
as estate analysis or estate planning. 

All these developments resulted in 
ever increasing requirements of techni- 
cal knowledge. Instead of a few poli- 
cies, many including annuities and mass 
forms became necessary tools in the 


knowledge of 
com- 


sales kit. This technical 
policies would be supplied by the 
panies to their own field forces. 
Responsibilities of Field Also Grow 
Clear it became to many that the 
panding opportunities for life underwrit- 
ers was matched by greatly expanded 
responsibilities. The agent couldn't give 
bad advice in selling a policy for cleanup 


cxi- 


purposes; the life oes ary could 
cause irreparable dami ige his analysis 
of the prospect's sag was faulty, 
the recommendations unsound, or the 
adopted solutions unrealistic or too 


understood 
professed 


Moreover, it became 
that if the life underwriter 
ability to do this kind of important, 
confidential service that the public in 
its own time would demand some 
evidence practitioner was quali- 
fied. 

No one would have asserted that the 
life insurance agent selling a commodity 
deserved professional recognition. It was 
believed, however, that when most 
practitioners had the general knowledge 
necessary for sound analysis to know 
what was needed, and the technical 
knowledge of insurance to know how to 
apply sound solutions, then the produc- 
tion of life insurance would be headed 
towards a professional status. 

American College of Life Underwriters 

In January, 1927, the board of trustees 
of National Association of Life Under- 
writers formally approved the creation 
of the American College of Life Un- 
derwriters, with the view of establishing 
a professional standard of higher educa- 
tion—a standard that would include not 
only a study of life insurance, but of 
the allied subjects and general fields of 
knowledge with which a career life un- 
derwriter should of necessity be ac- 
quainted in order to render advice and 
service to his client. 
(Continued on 


rigid. 


good 
that the 


Page 11) 




























































































Page 4 











E. J. Mostind Will Take 
New Post on November 1 


ASSOC. ACTUARY, NEW ENGLAND 
Former Te Vice President of U. 
S. Life Has Had Long Career 


in Life Insurance 


EK. J. Moorhead, former executive vice 
president of United States Life, whose 
appointment as associate actuary, New 


England Mutual Life, was printed in The 
Eastern Underwriter last week, will take 
over his new post on November 1. 

a well-known figure 


Moorhead, 


For many years 


in the life insurance field Mr. 





E. J. MOORHEAD 
a native of Winnipeg, had his early 
schooling in Canada. He received a B.S. 


degree in 1929 from University of Liver- 


pool, England. Immediately after that 
department of 


With 


experience in 
accounting de 
assistant ac- 


he joined the actuarial 
Great-West Life of Winnipeg. 
that company he had 
agency, investment and 
partments before becoming 


tuary. He was also president of Junior 
Chamber of Commerce in Winnipeg in 
1943, 


In 1945 he joined the staff of the Life 
Insurance Agency Management Associa- 
tion, and was appointed actuary in 1946. 
In the course of his duties with that 
organization he visited the agency de- 
partments of member companies, in- 
structed in the schools in agency man- 
agement and was author of several pub- 
lications on agency management sub- 
These included “Is This the Man 

“Agent’s C ompensation Check 
List,” “Financial Analyst” and “Keeping 
Agency Operations Profitable.” 

Mr. Moorhead joined the United States 
Life in New York as executive vice 
president in 1948, and has_ held thas 
position until recently. 

A Fellow of the Society of Actuaries, 
Mr. Moorhead has served on the educa- 
tion and examination committees of the 
Life Office Management Association, 
and is now in his second year as chair- 
man of the Committee on Agents’ Com 
pensation of Life Insurance Agency 
Management Association 


Elect New Directors 
Charles T. Rothermel, Jr., and Arthur 
\. Noll have been elected directors of 
Moore, Lyman & Hubbard, Inc., 
Chicago’s oldest insurance agency. Other 
directors are Harry E. Knight, S. A. 
Rothermel, Frank S. Coffin and Waldo 
B. Ames. 


Case, 





J. L. Milne Appointed in 
Md. for Philadelphia Life 


John L. Milne has been 
regional director in the State of Mary- 
Philadelphia Life, William 
announced, Mr. Milne 
with 


appointed 


land for the 
Elliott, 


has, since 


president, 
1946, 
as vice president and 


been associated 


the company actu- 
ary. He plans to build an 

Maryland. In 
services will be 


agency organ- 
ization in addition his 
available to 
basis. 


actuarial 
the company on a consulting 

Mr. Milne, a graduate of the Wharton 
School of the “University of Pennsyl- 
vania, is a Fellow of the Society of 
Actuaries and Associate of the Casualty 
\ctuarial Society, and a charter member 
of the Philadelphia Actuaries’ Club. 

Prior to his association with the 
Philadelphia Life, Mr. Milne was actuary 
for the Presbyterian Ministers’ Fund for 
a number of years. He left that position 
to serve a short tenure with the Boston 
Mutual Life as executive assistant to 
the Preement. 


New England ateenel Life 
Agents Training Course 


Twenty-one new agents representing 
agencies ranging from New York to 
Honolulu are attending the New Eng- 
land Mutual’s 21st New Agents Training 
Course at the company’s Boston home 
office during October 13 to 23. Qualified 
for the course through their outstand- 
ing accomplishment since entering the 
business, the men participate in an in- 
tensive schedule of lectures by home 
office department heads, discussion 
groups, demonstrations, and individual 
conferences. The course covers. all 
aspects of the life underwriter’s pro- 
fession, and includes instruction in the 
latest developments in life insurance 
selling technique. 
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Morgan O. Doolittle, President 


Agents and Brokers Placing . 


Life — Accident-Health — Hospitalization . . . 


Will Have Our Aggressive Cooperation 
in the Closing of their Cases. 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY 


Jamestown, N. Y. 
NEW YORK OFFICE: 60 East 42nd Street 
Peter E. Tumblety, First Vice-President 

















Equitable, Iowa, Has Largest 
September in Its History 


Equitable Lite of Iowa recorded the 
largest September production in its 86- 
with $10,657,491 of paid 
business, it was announced by Ray E. 
Fuller, This Sep- 
tember production recorded the greatest 


year history 


agency vice president. 
first nine months in the company’s his- 
a total of $89,440,014. At the 


same time, the September in- 
force increase of $6,846,687 was recorded, 


tory, with 
largest 


bringing the total insurance in force at 
to $1,211,402,545. 

\. Smart, gen- 
agen- 


the end of September 

The Detroit 
eral agent, continued to lead all 
a total of $617,229. The 
agencies of the month were Los 
Hoghe, CLU, general 


agency, F, 
cles with next 
leading 


Angeles, R. L. 


agent, Chicago, Griffin, Ingram and 
Ptaff, general agents, San Francisco, 
V. W. Wiedemann, general agent, and 


Wichita, Earl V. 


Reed, general agent. 





OTD - GUARDIAN cress sor 


COMMERCIAL AND NON-CANCELLABLE 
PARTICIPATING ACCIDENT 
AND HEALTH POLICIES 


A complete and modern line with 
these attractive selling advantages: 


* Annual Dividends. 


* 10% 


* No increase in renewal premiums 


at older ages. 


* No reduction in benefits at older ages. 


* Worldwide coverage. 


* All passenger air travel covered 
—including non-scheduled air flights. 


* Liberal definition of Total Disability. 


VESTED COMMISSIONS PLUS 
PERSISTENCY COMPENSATION. 


increase in benefits for annual 
premiums, 5% for semi-annual. 












Late. 
‘ACCIDENT 
AND HEALTH 





Send for busi- 
ness-building sales 
kit. Contains ex- 
planation of all 
coverages, plus 
competitive ad- 
vantages of 
Guardian’s bene- 
fits. Includes rate 
card and classifi- 
cation of risks, 
proposal forms, 
applications and 
miniature policies. 


A MUTUAL COMPANY 


THE GUARDIAN tite Insurance Company OF AMERICA 


50 Union Square, New York 3, N. Y. 





Walter T. Shepard Dead 





SHEPARD 


WALTER T. 
Walter Taylor Shepard, former di- 
rector and vice president of Lincoln Na- 
tional Life, organizer of that company’s 
field force and from 1933 to 1945 its gen- 
eral agent in Los Angeles, died recently 
at his home in Los Angeles. He was 78. 

Mr. Shepard joined Lincoln National 
Life in 1909 and immediately commenced 
the organization of a sales force. In 
1933, his health indicated the need of a 
change in climate and Mr. Shepard re- 
linquished his home office duties to move 
to Los Angeles. He established a Lin- 
coln National Life agency there which 
he headed for 12 years before retiring 
in 1945, ' 

Mr. Shepard is survived by his wife, 
Mrs. Inez M. Shepard, and one son, 
Cyrus G. Shepard, II. 


200 to Attend Dance of 
Guardian Life Ins. Co. 


The Guardian Life will hold a formal 
dance in the grand ballroom of the 
Biltmore Hotel tonight. More than 200 
couples are expected to attend. Music 
will be by Ray Bloch and his orchestra. 
Dom S. DiMaio, chairman of the event, 
is assisted by Maria DeMartini, secre- 
tarv, Marion Marino, Marylyn Richter, 
Elliot Leitner and Henry Diehl. A special 
dance program has been planned to take 
place at midnight with all the couples 
participating. 


State Mutual Life Opens 
Westchester General Agency 


State Mutual Life, Worcester, Mass., 
has opened a general agency in White 
Plains and appointed Norman H. Tar- 
noff, Tuckahoe, general agent. The new 
offices are located at 48 Mamaroneck 
Avenue. 

Mr. Tarnoff plans an intensive expan- 
sion program. throughout Westchester 
County, and will work with full time 
agents and local brokers. 
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Executive Agencies 
Arrogate Authority 


LAURENCE LEE BEFORE ALC 


U, S. Chamber President Sees Govern- 
ment Bureaus Exceeding Powers 
Under Constitution 


“The government of the United States 
has become so big that it intrudes upon 
our lives every day and contravenes the 
spirit if not the letter of the Constitu- 
tion,” Laurence F. Lee told the annual 
meeting of American Life Convention in 
Chicago last week. Mr. Lee is presi- 
dent of U. S. Chamber of Commerce 
and of two life insurance companies, 
Occidental Life of Raleigh and Peninsu- 
lar Life of Jacksonville. 

In urging that business men must take 
a greater interest in and become more 
active in politics. Mr. Lee defined 
“politics” as in the purest sense the 
science of government. There is nothing 
inherently wrong in a big government 
for a big country, he declared, but be- 
cause of this bigness, government now 
commands the attention of business 
leaders as it never has before. 

“We have permitted a fourth dimen- 
sion to impose itself upon our tripod 
form of government. Our Constitution 
provides for legislative, executive and ju- 
dicial branches and clearly defines and 
limits their respective powers. 


Drift Toward Socialisms 


“By the creation of executive agencies 
and the arrogation to themselves of 
powers beyond constitutional limits, we 
are threatened by a steady drift toward 
government controllism—socialism. We 
are threatened by destruction of our 
personal freedom. We are threatened by 
ultimate destruction of our private en- 
terprise system. 

“To give an idea of how far we have 
already drifted in this direction,” Mr 
Lee said, “our government today is the 
largest electric power producer in the 
country; the largest landowner; the 
largest tenant; the largest holder of 
land; the largest money lender; the 
largest creditor and debtor; the largest 
owner of grain; the largest warehouse 
operator; the largest insurance agency: 
the largest employer. And by a wide 
margin it is the largest writer of memo- 
randa and the largest issuer of directives 
and orders in the country. 

“We have centralized authority in 
Washington in contradiction to the ele- 
mentary principles of a republic. The 
sovereignty of states has been dimin- 
ished, and in a very large degree, we 
find ourselves going down the path to- 
ward socialism which other nations have 
followed to disaster.” 

Mr. Lee concluded on the note that 
unless businessmen actively assert them- 
selves now in the affairs of the govern- 
ment, “the time may come when it is too 
late to rescue our truly American sys- 
tem of free enterprise.” 


Edmund L. Grimes Heads 
Controllers Institute 


Edmund L. Grimes, executive vice 
president, controller and director of the 
Commercial Credit Co., Baltimore, was 
elected president of the Controllers In- 
Situte at that organization’s 21st an- 
nual meeting, held recently in Detroit. 

A member of the Institute since 1945, 
the new president has been vice chair- 
man of its committee on Federal taxa- 
tion for the last two vears. He was also 
chairman of the national committee on 
state and local taxation for 1949-1950. 

Mr. Grimes joined the Commercial 
Credit Co. as controller in 1944. He was 
elected executive vice president in 1950 
and the following vear became a director 
of the firm. Mr. Grimes has since been 
named to the board of eight affiliated 
Manufacturing companies. He also serves 
on the board of the Baltimore National 
Bank. Mr. Grimes is a member of the 
American Bar Association and_ the 
American Institute of Accountants. 

















...and Still Serving! 


Twenty-five years of constant attention 


to the needs of our policyowners and 
our agents has produced its own reward. 
Experience and research have culminated 
in our new ALL IN ONE plan which 
insures against injury, sickness, death 
and old age. 

We are happy to introduce our newest, 


streamlined, policy in commemoration 


of our Twenty-Fifth Anniversary Year. 


Life Insurance Company 











MONTCLAIR, Nn. db 


RALPH R. LOUNSBURY, President 


Wm. J. SIEGER, Vice Pres. & Supt. of Agencies 


ACCIDENT ¢ HEALTH ¢ HOSPITAL 

















New Situation Faces 
Investment Officers 


JULIAN ANTHONY TELLS ALC 


Chairman of Financial Section at Chi- 
cago Meeting Appraises Present 
Money Market 
Financial institutions in the United 
States have arrived in a period of tight- 
ening money and _ stiffening interest 
rates, Julian D. Anthony told the Finan- 
cial Section of American Life Conven- 
tion at Chicago, Friday, October. 10. To 
the financial officers of life insurance 
companies and other organizations, Mr 
Anthony said, “this has brought new 
problems—or if the problems aren’t new, 
at least we haven’t had these problems 

for a long time. 

“For nearly two decades until the re- 
cent turn occurred,” Mr. Anthony told 
his audience of life insurance invest- 
ment officers, “we had become accus- 
tomed to sagging interest rates, in- 
creased market values, refundings and 
profits. We now have a different set of 
conditions and trends, and we've got to 
dust off some of the old principles that 
we've had on the shelf. 


Now Long Term Investors 


“To the extent that any of us have 
operated differently, we have now again 
become long term investors when we buy 
a long term bond. We can no longer 
expect to make a turn in a_ security 
which we don’t particularly care for, but 
which the market might appraise at a 
higher figure next month. Obviously, 
underwriters have to bring out securi- 
ties at more attractive prices. Although 
there have been instances where large 
new issues have been underpriced so 
that they will sell, by and large our 
problem now is to buy bonds that we 
are reasonably sure that we want to 
keep for many years, and we are getting 
back to the principle that we really do 
buy securities for the purpose of getting 
our income each six months when due 
and our principal at maturity. Many of 
the securities we are buying today will 
give us no other choice. 

“There was a time, which all of us 
who have been in the business for a 
few years can remember, when it was 
almost a case of buying nearly every 
thing that came along. Far from being 
bad, the new condition is in my opinion 
very good for it gives us much more 
freedom of choice than we have had, 
gives us much more room for the play 
of management, and it will enable us to 
select some principles of investment 
which we believe in, and carry through 
a program involving them. 

“A concomitant result of the increase 
in interest rate is the widening of the 
spread between best quality and medium 
quality bonds. There is another result 
which this change in rate has brought 
about and which we tend sometimes to 
look at as a ‘technical’ problem. That is 
a change in the relationship between 
book or statement values and market 
values. I believe we must consider this 


fact in making all of our decisions.” 


Loan From Mutual of N. Y. 

The Outboard, Marine & Manufac- 
turing Co. has issued a 334% $5,000,000 
note, due in 1967, to the Mutual Life of 
New York. Proceeds will be used to im- 
prove Outboard’s plant, machinery and 
office facilities, and to retire a $2,550,000 
note presently held by Mutual of New 
York. 

Outboard or its predecessor firms have 
been in business since 1921. It also 
manufactures marine accessories and re- 
placement parts. Early this year, it ac- 
quired the RPM Manufacturing Co., 
makers of rotary type power lawn- 
mowers. Outboard has its headquarters 
in Waukegan, Ill, and operates plants 
there and in Milwaukee, Wis.; Gales, III. 
and Lamar, Mo. 
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Peter M. ae Honor 
Guest at Dinner Here 


N. Y. ROUND TABLE WAS HOST 





Chief Executives of Many Companies 
Attend; Myrick Tells of Early 


Fraser Rapertations 


Peter M Connecti 
cut Mutual Life, was guest ie honor at 
a dinner New York Managers 
and General Agents Round Table at 
Club here on Wednesd 
; 


night. In addition to members of Round 


Fraser, president 


given by 
University 


Table many prominent executives wer 
present. They included: 


Morgan 
Affiliated Con 
Harrison 


Brainard, president, 


president; 


ETER M. FRASER 


executive vice president, 


Wilde 


Furey, 
Frazar B 
vice president 
Adolpt 
American. 
Yoars, second vice president, 


Berkshire Li 


Continental- 


Equitable 
Society. 
James A McLain, president; 
i , Guardian Life 
meron, presid 


Senefit Life 
resident, Mutual 
ice president and general 
Mutual. 
president, Northwestern 


Pacific Mutual Life 
president, Penn Mutual 
1 president, Phoenix 
M. Albert Linton, 
Bradshaw, 

Mutual 
Harold M. Stewart, executive 

| 


president; Thomas A. 
executive vice preside Provident 


president, 
Robert H. Denny, 


Traveler 


Round 
onnecticut 
Principal 

: 
<, chairman 


Underwrit 


and Louis R. 
The Prudential; 


of National Surety; 


ment of Examinations; 


cedure Ss for 


Training Course for 
Department Examiners 


IS LAUNCHED “BY NEW YORK 


Lecturers esa ‘Sean All Branches 
of Insurance; Part of Depart- 
ment Reorganization 


f Alfred 7. 
establish- 


Superintendent of Insurance 
Bohlinger has announced the 
ment of an extensive three-year in-train- 
ing course for examiners of the New 
York Insurance Department. 

The course, which was prepared under 
the supervision of Deputy Superintend- 
ent Adelbert G. Straub, Jr., will consist 
of 90 three-hour weekly lectures by lead- 
ing company Officials as well as members 
of the Department staff. The course is 
designed for junior and assistant exam 
iners, but the Department is planning 
another course for senior examiners 
which will be given on a seminar basis 
Copies of the lectures will be furnished 
examiners who are making examinations 
outside of the metropolitan area. 

Speaking at the first 
course, Superintendent Bohlinger empha 
sized that the instruction should prove 
of untold value to the examiners in their 
future work as well as broaden their 
perspective. He referred to the fact that 
this was the first time that any Denart- 
ment had instituted such a comprehen- 
sive program, adding that the course 
could serve as a model for other Depart- 


session of the 


New York Superintendent ex- 
plained that the course was part of the 
New York Insurance Department's reor- 
ganization program which was_ started 
earlier this year with the consolidation 
of several bureaus. Stating that the re 
organization was brought about by the 
growing trend toward multiple-line un- 
derwriting in the business, Mr. Boh 
linger pointed out that examiners will 
be expected to be able to deal with the 
problems inherent in the examination 
of multiple-line companies as this trend 
increases. He told the examiners that 
they are supervising a dynamic business 
and therefore they must be dynamic and 
well informed or they will be left be 
hind in the parade. 

Company representatives scheduled to 
address the examiners include: George 
W. Tisdale of the Commercial Union 
Fire of New York; William D. Winter 
Burbach of the Atlantic 
Mutual Insurance Co.; Alfred L arkin of 
Francis T. Curran of 
Luther FE. Mackall 
Frank E. Gerry of 
Miles Dawson & Co. and Henry J. 
Davenport of Home Title Guaranty Co 

Among the subjects to be covered by 
the lecturers are: History and De -velop- 
Purposes of Ex 
aminations; Theory of Insurance and 
Basic Principles; Functions and Powers 
of the Insurance Department; The Na- 
tional Association of Insurance Commis- 
sioners; Organization, Licensing and 
Procedures of Insurers; Mul- 
tiple Line Concept; Organization and 
Duties of Fach Department; Fundamen- 
tals of Examination Practices and Pro- 
Examiners, and Annual 
Statements and Functions of the Audit 
Bureau 


the Loyalty Group; 


Cx rporate 


company. He was responsible for 
er M. Fraser, then living in Brooklyn, 
business. The latter’s first 
sales experience was as an 


Mutual Life. 


entering the 
Insurance 
igent of 


BIG CHICAGO RECEPTION 


250 Executives and Wives Meet Eric G. 
Johnson and Richard D. Nelson 
of Colonial Life 


One of the outstanding social affairs 
in Chicago last week at annual meeting 
of American Life Convention was the 
given in honor of two men 


Colonial 


reception 


who are newest members of 


Life’s official family. They are Eric G. 
Johnson, vice president, and Richard D. 
Nelson, vice president and 
Host was Richard B. Evans, 
of Colonial Life. 

Reception was originally planned to 
take place in a hotel suite, but because 
of large acceptance of invitations it was 
transferred to the Sheridan Room 
Among the 250 who attended were of- 
ficers and committeemen of ALC, many 
other leading U. S. company exectitives 
and Canadian executives. Many wives 
were present. 

Mr. Johnson was formerly vice presi- 
dent of Penn Mutual Life and Mr. Nel- 
son was vice president of Equitable 
Securities, a large pasnapiie outfit. 


treasurer. 
president 


Luckham Scaiadly of Calif. 


Department in Law Practice 


Los Angeles, Oct. 13—Donald R. Luck- 
ham, vice president and general counsel 
for the Beneficial Standard Life and 
formerly with the Insurance Depart- 
ment, has resigned, as of November 1, 
and will go into private practice of law, 
specializing in administrative and insur- 
ance law, policy drafting for = to 
meet the requirements of the California 
Insurance Code, and on standard provi- 
sions of the California law as embodied 
in that section of the Code as amended 
by SB711. 

Mr. Luckham was with the Depart- 
ment of Insurance for more than a 
decade, as assistant to the chief of the 
compliance and legal division, with an 
interruption during World War IT while 
serving as a lheutenant in the U. S. 
Navy in the South Pacific. He resigned 
from the Department April 1, 1949, to 
associate with the Beneficial Standard 
Life as vice president and general coun- 
sel. 

He has served on the industry com- 
mittee named by the Insurance Com- 
missioner to act with the Department in 
framing changes in the disability policies 
that would meet with approval of both 
the Department and the industry. Dur- 
ing his tenure of office with the Depart- 
ment he participated in the long drawn 
out hearings held by the then Insurance 
Commissioner A. Caminetti, Jr., that re 
sulted in the legislative enactment elim 
inating Chapter 9 companies and _ the 
substitution of Chapter 9A companies. 


Darrell Associate General 
Agent in Baltimore Agency 


State Mutual Life announces _ that 
Francis S. Darrell has been appointed 
associate general agent of the Harry I. 
Warren General Agency in Baltimore. 

Mr. Darrell, who joined State Mutual 
in 1941, is an overseas Navy veteran. He 
has served as agency supervisor, assisted 
in recruiting and training of new men 
and is a quality producer of personal 
business. He is a member of the Com- 
pany’s “20” Club, the President’s Club 
and in September produced his largest 
one-month volume of new sales. 





JUVENILE 
ESTATE PLAN 


reamerteeemn ese 











po AATIONA 
LIFE INSURANGE Zanacny 


BOSTON 12, MASSACHUSETTS 




















a 
INSURANCE COMPANY 


BOSTON, massacuuserTs 


MUrray Hill 6-4445 








ANNUITIES 


M. L. CAMPS, 


GROUP 








General Agent 


DISABILITY BENEFITS 


MUTUALJZLIFE INSURANCB COMPANY 
s0STON, MassacuusErTs 


110 East 42nd Street 
PENSION TRUSTS 











an 


S 
I 
































H 





October 17, 1952 









l 


eee 


INDERWRITER 










Page 7 








LAA’s Policyholder 
Relations Workshop 


HEADED BY RUSSELL NOYES 





To Be Held Nov. 10-14, Westchester 
Country Club; Some of Experts 
to Take Part 


The first Policyholder 
Workshop in the life insurance busi- 


Relations 


ness will be conducted by the Life In- 
surance Advertisers Association Novem- 
ber 10-14 at Westchester Country Club, 
Rye, N. Y. It will be directed by a panel 
al prominent life insurance advertising 
and public relations men headed by C. 
Russell Noyes, advertising manager of 





C. RUSSELL NOYES 


Phoenix Mutual. Members of the com- 
mittee include: H. G. Kenagy, vice presi- 
dent, Mutual Benefit Life; Carl Cefola, 
director of publicity, Mutual Life of New 
York; Burton B. Brown, assistant to the 
president, Home Life; Donald F. Barnes, 
director of promotion and advertising 
division, Institute of Life Insurance; and 
William L. Camp, III, supervisor of pub- 
lications, Connecticut Mutual Life. 
William C. Heimburg, sales promotion 
division, New York Life, and Russell L. 


Blanchard, sales promotion manager, 
, “ yy ar . Py 

Paul Revere Life, are handling arrange- 
ments. 


In addition to the committee, the 


faculty will include many men who are 
outstanding in their particular field. A 
partial list includes Clifford B. Reeves, 
vice president, Mutual Life of New 
York ; Kermit Rolland of New York 
Life public relations staff; Theodore 
Maltbie, attorney, Connecticut Mutual; 
A. H. Thiemann, assistant vice presi- 
dent, New York Life; James M. Fyfe, 
manager, visual aids and editorial bu- 
reaus, Metropolitan Life; Norman 
Stabler, financial columnist, New York 
Herald Tribune; and John Shaw, as- 
sistant vice president, American Tele- 
phone & Telegraph Co. Additional facul- 
ty members will be announced soon. 
Major purpose of the workshop will 
be to define the policyholder groups to 
be served; discover the problems in re- 
lation to these groups; develop a sound 
approach to the problems and develop 
the needed techniques. The curriculum 
will include discussions on policyholder 
Surveys, improving company correspond- 
ence, analyzing and handling policyhold- 
er complaints, developing better policy- 
holder forms, producing policyholder re- 
Ports; improving policyholder relations 
through field and home office contacts. 
Other subjects will be determined by the 
Interests of the workshop participants. 
_ Enrollment in the workshop will be 
limited to 25 participants. 


Name Hamrick and Williams 


The Combination Companies section of 
American Life Convention meeting in 
Chicago last week named as officers for 
next 12 months: W. J. Hamrick, Gulf 
Life, chairman, and W. J. Williams, 
Western & Southern Life, secretary. 


DENVER GENERAL AGENT 

Robert L. Weber has been appointed 
general agent at Denver to represent 
Guarantee Mutual Life. Mr. Weber has 
been a field underwriter since 1945 and 
began his career with Guarantee Mutual 
in 1948. In his new position he succeeds 
his brother, John H. Weber. 


Elected a Director of 
Controllers Institute 


Charles H. Yardley, vice president of 
Penn Mutual Life, Philadelphia, was 
elected a director of the Controllers In- 
stitute at that organization’s 21st annual 
meeting, held recently in Detroit. 

A member of the Institute since 1940, 
Mr. Yardley was president of the Phila- 
delphia Control for 1949-50. 


Established in 1931, the Institute is a 


non-profit organization of controllers 


and finance officers from all lines of 


To Hear L. O. Schriver 


Lester O. Schriver, agent, 
Aetna Life, at Peoria, Illinois, is to be 


general 


the speaker at the next meeting of the 
Detroit Life Underwriters Association on 
October 22. His topic will be “What 
Does Democracy Face?” Mr. Schriver 
is a well known lecturer in the United 
States and Canada and has been with 
the Aetna Life since 1929 


business—banking, manufacturing, dis- 
tribution, utilities, transportation, ete. 


The total membership exceeds‘ 3,900. 








There's nothing “ordinary” about 


ORDINARY 


CONVERTIBLE 


arrangements. 


or Retirement. 


at any time, with cost paid... in lump sum — 
after three years cost is difference in reserve 
plus 3%, or... with the cost apportioned over 
the remaining premium paying period. Ex- 
ample: $10,000 issued age 25, premium $207.10. 
Age 50, convert $10,000 to Endowment at 65. 
Premium for next 15 years $381.50. No lump 
sum payment; premium includes cost of change. 


SETTLEMENT OPTIONS 

flexible to accomplish every purpose of the 
owner .. . Cash Values may be placed under 
option after policy is in force five years... 
Proceeds under Interest Option may be left 
with right later to elect another Option . . . Life 
Income Option available with or without 
stipulated installments, and many other flexible 


BUSINESS INSURANCE 


Our unique use of optional methods of settle- 
ment in business insurance makes possible 
income payments to corporations or persons 
... to fund retirement of insured Key-man... 
to continue income of deceased business asso- 
ciate to his widow . . . or to provide income 
instead of cash payment in Stock Purchase 


LIFE 

















MASSACHUSETTS MUTUAL ORDINARY LIFE... issued ages 0-70... 
disability income $10 monthly .. . Reduced Paid-Up or Extended Term participating .. . 
date without medical examination . . . impaired risks to 500% of expected mortality . . 


minimum amount $2,000 ... decreasing term riders may be added... 
may be reinstated within 62 days after premium due 
















































Page 8 


October 17, 1952 











Alumni Management Group 
Speakers for Oct. 24 Meet 


Speakers for the second day of the 


Atlantic Alumni Association’s Manage- 


Conference have been announced. 
The scheduled October 
23 and 24 at Westchester Country Club, 
N.Y. 


The entire session Friday will center 


ment 


annual event is 


on speeches and discussions dealing with 
a re-examination of the job of selling 
Herbert W. 
Atlantic 


agent 


according to 

CLU, president of the 

Alumni Association and general 
for Aetna Life in Boston. 

William T. Beadles, 

Weslevan Universi ill make the first 


address. He 


dean, Illinois 


will compare the opportu- 
fe insurance with other 

j Karl W. H. Scholz, 
fessor of economics, Wharton School 
Iniversity of Pennsylvania, will look 


the market for life insurance in the 


present and future economy. The life 


insurance career from young man’s 
subject of a talk 
CLU, North- 
Philadelphia. Carr Pur 
ser, general agent, New York, for 
Mutual, will be the final speaker and 
will analyze life insurance selling from 


viewpoint will 
by A. C. F. Finkbiner, Jr., 
Mutual, 


western 


Penn 


Hedges Agency Anniversary 
The Bert A. Hedges District agency 
of the Business Men’s Assurance, at 
Wichita, which serves Kansas. and 
Northern Oklahoma celebrated its 20th 
anniversary recently. When Mr. Hedges 
opened the office 20 years ago he had 
one clerk and 12 salesmen but today 
has six office clerks and 44 salesmen 
and also has district offices at Ponca 
City, Chanute and Topeka. Of the orig- 
inal staff E. Sisk, Wichita; John 
Merk, Hanover; W. M. Bishor, To- 
peka and Mr. Hedges are still with the 
agency. New men recently ap- 
include Jim Flinn of Garden 
Ben Russell of Parsons. 


Kansas 
pointed 
Citv and 


the manager’s point of view. He will also 
M. Roos Wallis, 
Philadelphia, for 
lowa, will preside at the 


summarize the meeting. 
CLG: 


Equitable of 


general agent, 


Friday session. 

As announced earlier, the Thursday 
session of the conference will be given 
over to talks on compensation. Speak- 
ers will include: Laurence S. Morrison, 
research consultant, LIAMA; Vincent 
B. Coffin, CLU, senior vice president, 
Connecticut Mutual; Frederick D. Rus- 
sell, president, Security Mutual, Bing- 
hamton, N. Y.; Spencer McCarty, Provi- 
dent Mutual, Albany, N. Y. 

During the meeting, new officers of 

lantic Alumni Association will be 
to hold office for the next year. 











ANNOUNCING... 
The Manhattan Life’s NEW 


Non-Medical Limits 





Ages 36 to 40, up to 





Age 35 and under, up to 


Ages 41 to 45 inclusive, up to. 


The new limits apply whether the applicant 
is a man or a woman. 


$10,000 








are in full effect. 


o 


INSURANG 


oe POLICYHOLDERS previously insured 
on a non-medical basis up to $5,000, which has 


been in force two years or more, the new limits 


Our 2nd “% Century 


THE MANHATTAN LIFE 


of New York, 
Home Office: 120 West 57th St., New York 19, N. Y. 
Telephone: JUdson 6-2370 





COMPANY 





























Aetna Opens at Phoenix; 
J. C. Koppen General Agent 
The first general agency to be estab- 
lished in Life 
opened October 1 in Phoenix, with John 


Arizona by Aetna was 
The new 
Ari- 
zona, will have offices in Luhrs Tower, 
at 45 West Jefferson Street. 

Mr. Koppen is widely known in the 


C. Koppen as general agent. 


agency, which will serve all of 


insurance business throughout the state. 
A former president and treasurer of the 
Arizona Association of Life Underwrit- 
ers, he is now a member of the organi- 
zation’s legislative committee. He also 
is a director and program chairman of 
the Arizona Estate Planning Council. 

A native of Oregon, Mr. Koppen was 
graduated Phoenix Union High 
School and the University of Oregon. 
Following World War II, in which he 
attained the rank of major in the Air 
Force, he returned to the life insurance 
business and became a leading producer 
in Phoenix in addition to gaining ex- 
perience in agency management. 

Mr. Koppen is serving as a precinct 
committeeman and is a member of the 
Valley of the Sun Kiwanis Club and 
the Thunderbirds, the special events 
committee of the Junior Chamber of 
Commerce. 


from 


Samuel D. Young Made a 


Director, General American 

General American Life of St. Louis 
announces the election of Samuel f, 
Young, president of El Paso National 
Bank, to its board. Long prominent jn 
banking, he organized the E| 
Paso National in 1925. He is a director 
Pacific Railway, EI 


Texas 


of Texas & Paso 
Southern Railway, El Paso Times, Hil- 
Hotel Waldorf- 
Astoria Corp., and owns and directs an 
extensive cotton farming operation. He 
is also active in El Paso civic affairs, 

Mr. Young’s election follows General 
American Life’s policy of naming board 
members from among policyowners re- 
siding in its operating trade territory, 
A charter amendment, approved last 
January, increased the number of di- 
rectors from 13 to 19. C. R. Anthony, 
chairman and president of the C. R. 
Anthony Co. retail chain stores, Okla- 
homa City, was the first to be elected 
under it last January. Further additions, 
to bring the board to its full strength 
of 19, will be made from time to time. 

Members of the insurance firm's board 
were honor guests at a dinner held at 
the Bogey Country Club. In attendance 
were company officers and 40 promi- 
nent St. Louisians and large General 
American Life policyowners from the St, 
Louis area. . 


ton Hotels  Corp., 





IT HAS “WANT APPEAL”! 


The unique Berkshire “Progressive Security Plan” is a popular 
easy-to-sell policy that is building production for our agents on 
a steadily increasing basis. It accounts for approximately 20% 
of their volume in the Juvenile field, and frequently leads to the 
sale of additional policies to fulfill other needs. Here is a typical 
example of the complete, modern line of Berkshire’s active 


commission-makers ! 


fea’ PROGRESSIVE SECURITY PLAN 2 


ee 


Ultimate at Age 1 Policy 
Ages of Issue 0 to 14 Inclusive : 


Return Premium Policy is available Ages 0 to 4.) 





ESTATE 


(Not available in New York State below Issue Age 5. However, Ultimate at Age 5— | 
' 


f 





Automaticelly 
INCREASES 
5 TIMES 
with NO increase 


Creotes Estote 
IMMEDIATELY 
Gvorantees Insurability 








ESTATE when MOST NEEDED 


SECURITY 
in Old Age 


A Substantial 





in premium 





At Age 21 
Five Times 


To Age 65 


Basic Sum 
$5,000 to Age 21 








At Age 65 
Monthly Income 
for Life 

25.00 
120 Months Certain 


Ee a a 


be 





ey 





y 
AGE 21 





Level Premium to Age 65 





Illustration — Five units — based on Age 5 Male 
Annual Premium $266.75 


Guaranteed Cash Value at Age 65 
Dividend* Accumulations at Age 65 


Total 
Total Premiums to Age 65 


Excess Over Cost 


$20,300.00 
12,454.25 


$32,754.25 
16,005.00 


$16,749.25 


©The dividends in this illustration are neither estimated nor guaranteed, but 
are computed on the same basis as the scale of dividends in effect on the 
date of this illustration (July 1, 1951 Basis). Similarly, the interest rate 
assumed is that currently allowed on such accumulations. 
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a LIAMA’s Annual Meeting W. A. Streb General Agent A native of Yonkers, N. Y., Mr. Streb Anniversary Jubilee 


attended Guilford ee He is a grad- 
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erican To Feature Three Forums At Oakland for Aetna Life wate of the Aetna Liie’s home office Henry W. Laffer, head of the Henry 
. Louis Three forums will be featured pre- Aetna Life has appointed Walter A, a ee. ede - albaceereae i W. Laffer Western Kansas agency of 
nuel D, S ~ ceding the general sessions of LIAMA’s | Streb, general agent, at Oakland, Calif,  cociation’s ae a eee ier Ene : Northw estern Mutual, has launched a 
Vational annual meeting, November 17-20, at Chi- succeeding E. F. Kenney. Mr. Kenney, who has been general 20th anGVErSary jubilee drive lor Octo- 
inent in cago’s Edgewater Beach Hotel. Sched- For the past two years, Mr. Streb agent at Oakland since 1945, is relin- ber ad November to culminate with 
the EF] f §=6yled for Tuesday morning, they will has been assistant general agent at the quishing the management of the agency the 20th anniversary party, November 
; ; : . ec “Whatc : Aetna Life’s Los Angeles general agency to devote his time to his personal clien- 30. Mr. Laffer reports a 43% increase 
director include Compensation, “What’s Hot in ; 5 Iv held A nt pe sna ‘el ~ 

F ‘ ” 7 . anc previously vy held a similar position at ele. this year Over the first eight months of 
‘I Paso Washington” and New Member Com- Cincinnati. He has been associated with The Oakland agency, one of a Aetna last year. A new agent, Roy Craig has 
s, Hil- pany programs. the Aetna Life since 1936 and has had Life general agencies in California, qualified for the First Year Leading 
Valdorf- The compensation forum sponsored by experience as cashier and supervisor at covers the east central and northeastern Agents’ Club of the company for the 
ects an the or s compensation commit- @ number of the company’s agencies. sections of the state. past three months. 

on. He } tee, E. Moorhead, chairman, will be a 
fairs, ion session on recent develop- 
General : ments in agent and managerial compen- 
x board sation including Section 213. 
ers re- : “What’s Hot in Washington,” spon- j : 
rritory, sored by the cooperation with other A 
ed last organizations committee, will present ’ . 

of di- ; talks by Robert L. Hogg, executive vice 
nthony, president and general counsel, Americi in 

Cre: Life Convention, and Eugene M. Thore, 
, Okla- gener al counsel, Life Insurance Associa- , 

elected tion of America. Chairman of the coop- 

ditions, eration committee is C. W. Arnold, vice 

trength president and superintendent of agen- 

oO time, cies, Kansas City Life. 
s board The forum to welcome and_ induct 
held at member companies elected since the last : 
ndance annual meeting will be under the direc- ; ‘ my pS 

promi- tion of the membership committee. Pre- it S Great-West S New 60-70 

reneral siding will be H. P. Anderson, chairman 

the St, and = president, Life of Virginia, and : 


Edwin A. Phillips, co-chairman and vice R ° | 
ee Seiten and superintendent of agen- etirement ncome 
cies, Standard of Oregon. 
Meetings of LIAMA committees are 
scheduled all day Monday and Tuesday 
morning and are open to everyone at- 
tending the annual meeting. The meet- 
ing opens officially Tuesday noon with a 
ogee luncheon which will honor 
De: S: Huebner, president emeritus of 
the hae an College of Life Underwrit- FLEXIBILITY 
ers on the occasion of his retirement 
and in recognition of the 25th anniver- 


sary of the college. Grant L. Hill, CLU, - Plan is fully paid-up at 


chairman of the testimonial committee 65 . .. income increases if Can you set an arbitrary retirement date for your- 
~ — ede “— oa a “ ae mee sree GF.» - full self now? Will the normal retirement age of 65 suit 
cies orthwestern utua Wil salute income can be started be- ea 
Dr. Huebner. tween 60 and 64 by an ieee 
Harry S. McConachie, president of the ae ; 
association and vice president and super- ected: peyuannt. Many men will answer ““No’’ to both those im- 
— intendent of agents, American Mutual, ~ 


will preside at the luncheon and the first portant questions, because the nature of their profes- 


general session Tuesday afternoon. Mr. sion or occupation does not lend itself to arbitrary 
McConachie’s presidential address is the retirement dates. Many doctors, dentists, sole pro- 
first item on the afternoon program. He REGULAR INCOME prietors, key executives and others need more 


a en eet See flexibility in their personal pension plans. Now they 
man, CLU, managing director of 


LIAMA. . . . guaranteed 10 years and can get it. 
A panel on public relations and ad- life or other optional settle- 


vertising will conclude the Tuesday ses- ment to suit your needs . . . Great-West’s “60 - 70’’ Retirement Income plan 
sion. Planned by the public informa- | h é ; : 
I ih committee, thk panel will have as policyholder names the start- provides freedom to retire any time between 60 and 
4 its chairman David W. Tibbott, presi- ing date when he wants the 70—whenever it best suits personal needs. There is 
; 4 dent of the Life Insurance Advertisers income. no need to be bound by a retirement date set many 
] om ake rg? — of a years inadvance. There is no need to be obligated to 
New Itngian B\ al. articipants wi ° ¢ e : 
A ee accept annuity income just because one has reached 
4 include: Morgan S. Crockford, secretary, : ee : “ap sige eae 
A Eaddoe Dike: Biden. B. Leader. adver. sixty-five, and with it additional tax liabilities. On 
q tising manager, Bankers of lowa; the other hand, it should be possible to start retire- 
R 


Charles C. Robinson, vice president and 


; 2 1 ment earlier, if one wants to. 
manager of agencies, Columbian Na- 


ee se " 





Bal tional ; A A: Thiemann, assistant vice . . plan provides substan- “ roar . 
3 president, New York Life. ste Mle -Seiteiatiey. Keeling 60 - 70” is the newest way to provide for personal 
| Other events Tuesday include a recep- * retirement. It’s a new concept of retirement 
ta tion for LIAMA members and guests, during period of accumula- lanni ived and i duced by The G 
i ; seneee! : . planning conceived and introduce y 1e Great- 
bE and the annual combination companies tion. 


ee. Cialis ct tee Maes otk be West Life to fill an important life insurance need. 
W. J. Williams, chairman of the com- 

bination companies committee and vice 

president of Western and Southern. 


ui Further details of the annual meeting SPECIAL 
: will be announced later. 
ADVANTAGES 





Marjorie L. McCoy Retires ... flexibility permits in- The 
es William Koch, president of National come to be ‘‘turned on” early G bf EAT-WE ST Li FE 
; Life of Des Moines, announced the re- if needed, or “‘deferred’’ for 
; tirement of Marjorie L. McCoy as vice accumulation until really ASSURANCE COMPANY 


President of the company. Miss McCoy HEAD OFFICE-WINNIPEC.CANADA 
has been with the company 33 years and 
Was manager of its mortgage loan de- tageous from a tax stand- 
partment. point. 

Arley F. Hanson, assistant secretary 
since 1924, has been named as vice presi- 
dent to fill the vacancy. Floyd Lowe, 
Fred Bonk and Ray J. Hammill were 
Promoted to the office of assistant sec- 
retary, 


wanted and is most advan- 
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U. S. Life Agency in Hawaii 
Appoints New Life Manager 





SCHRADER 


DEAN C. 


Brainard & Black, Ltd., rapidly growing 
agency in Hawaii for United States Life 
Dean C. 
manager of its 


Schrader, of 
Hawaii, as Life 
ance Department, R. W. Staton, super- 


has appointed 
Insur- 
intendent of agencies, announced. Mr. 
Schrader will 
November 1. 


“His record as a successful life insur- 


assume his duties on 


ance producer in Honolulu for the past 


four years indicates that he will make 


a very substantial contribution to our 


Hawaiian 
and WU. S. 


agency, the insuring public 
Life,” said Mr. Staton. The 


Banker Stresses Need for 
Cooperation With Agents 


In a talk before the Baltimore Life 
Insurance Trust Council Warren H. 
Eierman, assistant vice president, the 


Hanover Bank, New York, said that 
trust officers and life insurance produc- 
tion people must share equally the blame 
“for their own lack of cooperation.” His 
subject was “Cooperation Unlimited.” To 
prove that does work he 
quoted a letter from an agent who de- 
livered $258,500 of life insurance busi- 
ness “as a direct work 
in estate planning for my clients. In 
the planning of these general estates 
obvious needs for additional life insur- 
ance developed that I am quite sure 
doubled the amount of business I would 
otherwise have placed.” 

Life insurance men often fear the loss 
of the optional mode of settlement since 
this is a good selling point, particularly 
in terms of guaranteed income that is 
tax free to a man’s widow. “But,” said 
the speaker, “I have yet to hear of any 
instances where the Federal Government 
has been willing to wait for the monthly 
insurance check to satisfy its claim for 
estate taxes, and there are many in- 
stances where insurance has to be pay- 
able in a lump sum in order to solve 
estate liquidity problems.” Agents should 
realize when estates are desirable for a 
trust department, he said. 


cooperation 


result of our 





Brainard & Black Agency has approxi- 
mately $40,000,000 of insurance in force. 

Born in Bloomfield, Neb., Dean 
Schrader has had considerable sales ex- 
perience in insurance, as well as other 
lines. He served as a_ pilot, first 
lieutenant, in the Marine Corps during 
World War II. 

Mr. Schrader was formerly associated 
with an agency of the Travelers. 

















not found in others. 
lf you want Speed .. 





Insurance companies 
are like autos |... 


= tow come 2 


From an agent's point of view, any insurance company (like any a” 
will take him someplace. The right choice depends upon individua 
taste . . . . some companies take you where you want to go faster 
. ... some are larger than others ... . some have desirable features 


. . WNL is one of the fastest-growing com- 
panies in the middle-west! If you want Stability, excellent Service, 
extraordinary Features, complete sales Tools, ask the man who has 
them — ask your nearest WNL agent! Or write to our Director of 
Agencies, Wm. J. W. Merritt C.L.U. 


WISCONSIN NATIONAL LIFE INSURANCE CO. 
Home Office: Oshkosh, Wisconsin 


General Agency Openings in 
WISCONSIN, MICHIGAN, ILLINOIS, INDIANA, MINNESOTA 



















Revised Punch Card Accounting Edition 


J. L. Batchler, vice president and sec- 
retary, Kansas City Life, is the author 
of a new and revised edition of “Punched 
Card Life Insurance 
Company,” which was published recently. 

The 154-page book published by the 
Life Office Management Association, 
New York City, $4, is a detailed and 
generously illustrated exposition of the 
history, design and use of punched card 


Accounting in a 


methods and equipment in all phases of 
More than 30 
of the largest insurance companies in 
the United States, and the International 
3usiness Machines Corporation and 
Remington Rand, Inc., have contributed 
of their experience to the compilation 
of material, and to some 110 illustrations 
of the key punches, verifiers, repro- 
ducers, sorters, collators and other ma- 
chines which produce the punched cards, 
as well as facsimiles of many of the 
various types of punched cards them- 
selves. 

In his preface to the 15-chapter book, 
Mr. Batchler, who is the 1951-1952 presi- 
dent of the Life Office Management 
Association, relates that it originally was 
planned as a paper for the annual meet- 
ing of LOMA in 1944. At that time it 
“orew” to a small book and several hun- 
dred copies were distributed on that oc- 
casion, and subsequently on request to 
life insurance personnel throughout the 
country. After the first printing was 
exhausted, the plates were given to the 
LOMA which continued the publication. 
It later became required reading in the 
LOMA Institute associate course and 
many copies have been sold by the asso- 
ciation to students and the public. 

So much progress has been made in 
the last few years in punched card ac- 
counting, the author explains, that a 
revision was deemed advisable. Mr. 


the insurance business. 


Batchler undertook the task, amplifying 
the original work which was built around 
the methods used in his own company, 
by the addition of the material by con- 
tributing companies. 

In 1880, an engineer named Dr. Her- 
system of 


man Hollerith, developed a 


punching holes in strips of paper and 
later in cards, for use in the mechanical 
tabulation of the United States census. 
From this beginning, the elaborate meth- 
ods in wide use today, were developed, 
Many inventors aided in the develop- 
ments which rapidly have been adopted 
by many large businesses besides the 
life insurance business. 

Mr. Batchler conducts his reader 
through a detailed description of today’s 
punched card methods whose products, 
he explains are “speed, accuracy and 
efficiency impossible by manual or other 
mechanical methods.” 

Chapter headings include “Accounting 
Control and Forms,” “Premium Income,” 
“Assets and Investment Income,” “Dis- 
bursements” and other similar activities, 
In Chapter 14, Mr. Batchler devotes his 
attention to the subject of electronics 
which he considers in its application to 
present day progressive office manage- 
ment. He concludes that there “ap- 
parently is no limit to the use that can 
be made of electronic machines in busi- 
ness. Because some of them can be fed 
from punched cards and produce an- 
swers in punched cards and because of 
the coordination between punched cards 
and the new high speed computing de- 
vices, there will no doubt be a need for 
standard punched card machines for 
many years to come.” 

In conclusion the author states that 
“Punched card accounting requires vi- 
sion, imagination, persistence and abso 
lute accuracy. It gives ample opvortunity 
for thought, creative ability and variety 
... It is a profession in itself.” 


James P. Mulhall Dies 


James Patrick Mulhall, retired man- 
ager of Metropolitan Life at Utica, 
N. Y., died there this week at age of 
78. He was an organizer of the First 
National Bank of nearby New Hartford, 
and when it was merged with the Oneida 
National Bank he became vice president. 

Mr. Mulhall was a founder also of the 
Utica Life Underwriters Association. His 
widow, the former Mary Ann O’Connor, 
survives. 








OWN 


LIFE INSURANCE DEPARTMENT 


FOR THE INDEPENDENT BROKER 
a complete life insurance depart- 
ment, providing every facility of 
a major life insurance company, 
has been organized by Connecti- 
cut General. Brokers now using 
this unique service find it ex- 
tremely helpful and profitable. 
Your Own Life Insurance De- 
partment offers a variety of sales 


your 











NNECTICUT 


= Oto s. mms 
3 


and promotional facilities to help 
you serve your clients’ needs 
more completely. 

Find out how its service can 
prove worthwhile to you...con- 
tact your nearest Connecticut 
General office or write to Con- 
necticut General Life Insurance 
Company, Hartford, Conn. 


Connecticut General 
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CLU Movement 


(Continued from Page 3) 


The college has had to overcome some 
prejudice, but not too much. The two 
greatest hurdles over the years have 
probably been the inertia of the indi- 
vidual who has the manana complex 
when faced with something which re- 
quires as much real effort as does CLU 
work, and, secondly, many in the home 
ofice and field often failed to see the 
absolute necessity for the college and 
what it was attempting to do in the light 
of the changes from commodity selling 
to service selling, to counsellor selling 
today by the estate planner. 

There are still a few in the industry 
who smile when they hear life insur- 
ance selling spoken of as a profession. 
Usuallv, these honest cynics do so 
because they have no idea of the many 
tools, the amount and_ variety of 
knowledge, and the trained attitude 
which are essential for first-rate life 
underwriters today. 

To be a member of the estate plan- 
ning team of lawyer, accountant, trust 
officer, and life underwriter requires 
ability and knowledge of yrs high 
order, to a degree undreamed of a gen- 
eration ago. 


The CLU Concept 


The CLU idea has been of great value 
in making this acceptance on the team 
possible, but, of course, individuals, com- 
panies and the NALU are responsible 
for the CLU movement. The CLU con- 
cept provides a goal of achievement so 
necessary to most individuals, and a 
vehicle of professional progress for all 
those in life underwriting. 

After 25 years the college has awarded 
fewer than 5,000 CLU designations; an- 
other 5,000 have completed some part of 
the examinations. The requirements are 
strict; they are on a professional level. 
Great as the progress has been it is 
not yet great enough. The number of 
CLUs will double within the next five 
to seven years, and the growth will con- 
tinue. 

The CLU movement has meant far 
more to the industry than many of us 
realize who see numerically only a small 
percentage of our field men CLUs. It 
is aiding in building better public rela- 
tions for the business through a realiza- 
tion on the part of the public that life 
underwriters are being well prepared. 
The public has a growing realization of 
this econ reading comments in col 
lege textbooks on selling which discuss 
in some detail the CLU movement; men- 
tion of CLU members in magazine 
articles; in the knowledge gained of the 
movement in various CLU © public 
forums and conferences, through “The 
CLU Journal” which now has about as 
many subscribers outside the insurance 
business as in it. The important point is 
that this redounds to the good of the 
business, and is to the advantage of all 
life underwriters, not just to CLU. 

The Alumni Organization 

There is an alumni organization of 
those who have attained the CLU 
designation, The American Society of 
Chartered Life Underwriters. One of 
its several interests is to encourage all 
qualified life underwriters to study for 
the CLU examinations. 

More and more companies are going 
beyond mere endorsement and _ limited 
financial support, in active continuous 
encouragement to the individuals in their 
own field force to pursue the CLU course 
of studies. One large company has an 
agency department man whose full time 
Tesponsibility is this active encourage- 
ment in its many phases. Another highly 
respected company stated recently “one- 
third of our life underwriters, two years 
or more in the business, are now CLUs, 
or are studying to earn the designation. 
What conclusions can be mentioned 
With assurance today in the light of the 
increasing knowledge demanded for first- 
rate work in life underwriting ? 

1. To the non-CLU: studying the vari- 
ous fields of knowledge gives many re- 


| 
| 


| 


| 


wards—the thrill of achievement in Morton Nemet Appointed New Mexico Life Organized 


learning that which was unknown—con- 


fidence in your own knowledge and Appointment of Morton Nemet, CLU, The New Mexico Life Insurance Co 
ability to think and counsel with all as head of The Prudential’s Cincinnati organized by New Mexico men_ has 
prospects—the feeling of security which district offi Na eae) +h | is h © me: 

Ss 0 se C é -V¢ nas bee ne i - -© ¢ ) er: 
comes with confidence and the feeling pe Pero eerimeert, “ORES bbe 1ome office at 1015 Tijeras 
of pride which comes with recognition, @ nounced Ave. NW Albuquerque, N. M. The 
If you believe that you already have Mr. Nemet leaves the post of train- company is a closed corporation with 
the background of knowledge, prove it ing consultant in the company’s home capital of $250,000. 
to yourself and others by passing the Aca ; . “: : . . 

office to take over his new assignment, Organizers are Elmer Elliott, presi 


examinations, and at the same time you 
will be helping to demonstrate to the > : 
public that life underwriters as a group linquishing managership of the Chevoit L. Wood, general manager and June 
are aware of their growing and expand- office due to disability. Wood, director of agencies. , 
ing responsibilities. Mr. Nemet became associated with Ouhae afiess cn ee G. Meta, 
ato ¢ “ ames x swwiC.Nary, 


2. To the agency manager: while your Prudential in 1934, when he joined the . : 
gency § ; ; ae ‘leveland. Sub- Chairman of the board of directors; 


qualified representatives are studying for "!"™ 4S an agent at : fe 
the CLU examinations their production sequently he was placed in charge of a Chester T. French, vice president; Col- 


will tend to improve; a group in your branch office at Berea, and last year onel Parker C. Kalloch, Jr., vice presi- 


: tae ras ransferre te he 7; : re nt: - . sali aie * 
agency who have achieved the CLI wa transferred to the company dent; Dr. L. G. Rice, Jr., medical di 
designation is your best guarantee of 


Newark headquarters. rector and Ralph R. Marshall, secretary 
a permanent organization, your greatest §=——— 


treasurer. 
aid in supervision, and as a result. of force to pursue the CLU studies is es- 


succeeding Lewis E. Hammitt who is re- dent; Harold Elliott, vice president; V. 


ee agency respect and prestige your _ sential from here on. “Essential” assumes PLAN NEW BUILDING 
pian! haga ben aie a the that management desires to be as far- W. J. Bryden, Jr, president, Victory 
: ) ant. sighted in planning for an able, respected, Life, Topeka, announced plans for a new 
3. To company management: mild ap- permanent field force as they are in building, owned by the insurance com- 
proval was adequate in the early tenta- having adequate premium rates, and pany, which will be leased to the Pitts- 
tive steps of the movement. The direct long time safe investments. burgh Plate Glass Co. Mr. Bryden said 
financial assistance you have been giving 4. To the CLU: the designation which — the building will be erected at a cost of 
was sufficient during the past decades, you have earned was, like your college about $66,000. It will provide 12,500 
but active, positive encouragement to degree, not the end of your learning square feet of space in the ground floor 
individuals, as individuals, in your field but rather the beginning. and basement. 





‘Prudential’s LIFE DEPARTMENT Plan 
makes LIFE selling easier for me” 


meg 


York, presents a Life plan to one of his clients with the help of 


| 

| 

| 

| Morton Lachs (left) of Sternback & Lachs, Rockaway Park, New 
a Prudential Life Specialist. 





I get a chance to sell LIFE to a regular client, I first make an appointment. Then I phone my 
Prudential Agency. Their Life Specialist makes the sales call with me as my LIFE DEP ART- 


MENT. I get all the commissions.’ 
It’s as easy as that. Let Prudential serve as your LIFE DEPARTMENT. We'll make it easy 
for you to sell Life along with your regular business. 
For details about Prudential’s LIFE DEPARTMENT plan, call your nearest Prudential 
Ordinary Agency or... 


MAIL THIS COUPON — > To: BROKERAGE SERVICE 
The Prudential, Newark, N. J. 


THE PRUDENTIAL PAiRPME toa he i ae ate 


| “I’m a general insurance man. I used to sell very little life insurance. But now whenever 
| 





INSURANCE COMPANY OF AMERICA easier for me. 
A mutual life insurance company PUAN aos 2 Sa cle deans sibwasa Dalen omnes waaay meme 
Home Omtoe: Southwestern Home Office: OEY) ee ee, ee 
Newark, N. J. Houston, Tex. 
Canadian Head Office: Western Home Office: «ftir rt tet terete teers e treet neces recreate eeeeeees 





Toronto, Ont. Los Angeles, Calif. 
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Grant L. Hill Addresses 
District of Columbia Ass’n 


Grant L. Hill, CLU, vice president and 
director of agencies of Northwestern 
Mutual Life, addressed the District of 
Columbia Life Underwriters Association 
at a luncheon meeting at the National 
Press Club yesterday, October 16. His 
subject: “More Frosting On Your Cake.” 

Mr. Hill entered the life insurance 
business at Minneapolis in 1916. He be 
came a million dollar producer and in 
1931 became production manager in New 
York of the largest agency of the North 
western. He continued in that position 
until elected director of agencies in 
1933, and has supervision of the com 
pany’s 90 general agencies. He was 
elected vice president in 1946. 

Mr. Hill was one of the first persons 
in New York City to receive the Char- 
tered Life Underwriter designation in 
1928. 

Active in all phases of the agency end 
of the life insurance business, Mr. Hill 
has been prominent in the affairs of the 
American College of Life Underwriters 
and for years has been a member of the 
board of trustees of the college. 

He is also active in the Life Insurance 
Agency Management Association and is 
a member of the board of directors. He 
served as last vear’s chairman of their 
annual meeting program committee. He 
is a past chairman of the executive com 
mittees of its predecessor organizations, 
the Life Agency Officers Association and 
the Life Insurance Sales Research Bu 


reau. 


CLU Designation Granted 
To 87 Canadian Candidates 


Life underwriters to the number of 
87 have successfully completed the ex- 
aminations and all necessary require- 
ments leading to the title and designa- 
tion, “Chartered Life Underwriter of 
Canada,” it is announced by the Life 
Underwriters Association of Canada. 

Examinations leading to the designa- 
tion were instituted in 1925 and _ since 
that time have constituted a major effort 
in the field of adult education on the 
part of the association. 

In the intervening years, the courses 
of study leading to the designation have 
become more comprehensive and_ the 
examinations more difficult. Today any 
person who completes these studies and 
satisfactorily passes the several exam- 
inations involved has demonstrated a 
thorough knowledge of the whole field 
of life insurance, the association points 
out 

Studies leading to the CLU designa- 
tion now extend over three years. Can 
didates are guided in their study of the 
prescribed texts through — extension 
courses conducted by the extension de- 
partment of the University of Toronto. 
Studies for French speaking students are 
directed by the extension department of 
L’Ecole de Commerce of Quebec City. 
Subjects covered include Life Insurance 
Principles and Practice, Life Insurance 
Law, Life Underwriting and Salesman- 
ship, Psychology, Business Finance, 
Business English, Estate Administration 
and Business Insurance. 

Today, about 1,300 representatives of 
life insurance companies, who have satis- 
factorily completed all the required ex 
aminations and qualify in other neces- 
sary respects, are actively practicing as 
“Chartered Life Underwriters.” More 
than 600 candidates wrote the first, sec- 
ond or third year examinations this year. 

The i announcement dis- 
closes the fact that this vear 147 candi- 
dates successfully completed the first 
year examinations, 182 successfully com- 
pleted all or parts of the second year 
and 107 candidates successfully com- 
pleted the third and final examinations. 


association’s 


JOINT DINNER DANCE 
The Binghamton Life Underwriters 
\ssociation and the Greater Endicott 
Life Underwriters Association will hold 
a joint dinner dance tonight, October 17, 
in Johnson City. 


Agency Management Study 

\ new study course in agency man- 
agement developed for managers by the 
Agency Management Association has 
been introduced after two years of field 
testing in a number of member com- 
panies. 

The most 


LIAMA'’s 


. 1] 
rates all 


comprehensive work in 


history, the course incorpo- 
of the organization’s manage- 
ment publications with a series of plan- 
ing projects for building an agency. It 
is comprised of “Managing An Agency,” 
the Association’s text on agency man- 
agement principles and methods; the 
Agency Management Manual, a loose- 
leaf binder containing 21 supplementary 
publications and research tools; and the 
“Project Work Book” which enables 
the manager to translate the text mate- 
rials into a practical program for his 
agency. 

Managers using the course will find 
these major areas of their job covered 
in detail: management planning, recruit- 
ing, selection, presenting the career, 
financing, training, building persistent 
business, supervision, morale and motiva- 
tion, promotion, public relations 
and business management. f read- 


sales 
After 
ing the chapter in “Managing An Agen- 


Hazard-Behrns Corp. Formed 
The Hazard-Behrns Corp. has been 
formed at Chicago to provide service on 
pension and profit-sharing plans to in- 
surance producers and the public. Prin- 
the organization are Paul A. 
Jr., CLU, life member Million 
Table 
president; 


cipals in 
Hazard, 
Dollar 


sion 


Round and veteran pen- 
George C. 
agent, New 
Mutual, vice president; Thomas O. C. 
field 
‘ Behrns, technical director. 
Offices of the organization are at 105 
West Adams Street. 

Phe new corporation was designed to 
offer in one integrated organization all 
sales, consulting actuarial and adminis- 
trative staffs to service pension plans, 
profit-sharing trusts, executive-compen- 
sation plans and group coverages. 


expert, 


Behrns, general England 


Lane, director of service, and 


Richard F. 





cy” devoted to one of the major areas, 
the manager studies the accompanying 
reference books and reviews questions 
relating to them as preparation for the 
planning projects. The “Project Work 
”* is a series of work programs by 
which he builds a standard operating 
procedure for each part of his job. 


? 
900 


Mutual Life of Canada 
Adds to Home Office 


Mutual Life Assurance Co. of Canada 
has begun construction of a new home 
office wing at Waterloo, Ontario, accord. 
ing to an announcement of A. E. Peque- 
gnat, the company’s general manager, 

“This expansion, already delayed for 
over two because of material 
shortages, has been necessary for some 
Mr. Pequegnat said. “Our busj- 
ness in force and the rate of our annual 
new business have more than doubled 
since 1938, the date of our most recent 
Office addition.” 

The new two-story wing, costing $750,- 


years 


time,” 


Home 


000, will include a staff assembly hall 
cafeteria and extra offices. It will a 
lease additional space for departmental 
expansion in the present building. Latest 
developments in heating, air conditioning 
and sound proofing are being incorpo- 
rated. Completion is 
late tall of 1953. 

The Mutual Life of Canada, Canada’s 
oldest and largest mutual company, has 
over $1,300,000,000 in force. It confi 
its operations to Canada. 


planned for the 


confines 








Participating Insurance 


Accident & Sickness Insurance 


(Noncan, Guaranteed Renewable) 


BROAD 


INSURANCE COVERAGE 


Nonparticipating Insurance 


Mortgage Redemption 
Impaired Risk Service 
Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 


A full line of Group Coverage 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


Juvenile Insurance 


Special Low Cost Plans 


Flexibile Family Income Plans 


Retirement Plans 
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HEARD On The WAY 








The first appearance of David B. 
Fluegelman as new president of NALU 
pefore life insurance company executives 
was made in Chicago during American 
Life Convention at the breakfast Busi- 
ness Men’s Assurance Co. throws dur- 
ing ALC convention each year. “Tom” 
Grant, chairman of BMA, is toastmas- 
ter at these events. The breakfasts are 
a get-together for meeting the newly 
elected presidents of NALU and are held 
at Edgewater Beach Hotel. They are 
also occasions by which presidents of 
smaller companies can meet the Com- 
missioners, industry organization execu- 
tives and other celebrities attending 
ALC. 

Mr. Fluegelman made an instantaneous 
good impression by his strong personal- 
ity, sincerity and ability to talk effec- 
tively. His comments were a ringing 
denial that NALU is not an independent 
body. He declared that in his capacity 
as president of NALU he was not tak- 
ing orders from any company and he 
knew NALU was not either. 

“The Tom Grant breakfasts” are grow- 
ing so popular that it was necessary to 
put in extra tables to accommodate those 
who crowded into the breakfast room. 





Graham C. Wells, former president of 
National Association of Life Underwrit- 
ers and a general agent of Provident 
Mutual Life in Pittsburgh and then in 
New York for many years in a similar 
capacity, observed his 80th birthday Oc- 
tober 13 at his home in East Orange, 
N. J. Despite his years Mr. Wells 
spends part of his time in New York 
City with the United States Life in a 
consultant position with the home office 
agency department. There is nothing 
in his clear thinking or vigorous activity 
which would lead any one to think that 
he is an octogenarian. 

One reason he has been able to work 
so long and happily is his buoyant out- 
look on life and his broad understanding 
of people. 





Insurance Research & Review, India- 
napolis, has published “Estate Planning 
for Physicians,” which will be helpful in 
estate planning field. This study brings 
“under one roof” the four widely read 
articles published by Journal of the 
American Medical Association earlier 
this year. These articles cover the four 
phases of the doctor’s life: the business 
side; the young physician’s first plan 
which pictures the hazards, reserves and 
insurance requirements to counteract the 
expenses; planning for middle years; and 
planning as retirement approaches. 





A new textbook on Life Contingencies, 
written by C. W. Jordan, under the 
sponsorship of the education and exam- 
ination of Society of Actuaries, is to be 
published by the society. It will replace 
“Life Contingencies,” by E. F. Spur- 
geon, the society says, and all other life 
contingencies references, in the syllabus 
for the Part 4 exams, effective for the 
1953 examination year. The book is di- 
vided into three parts: single life func- 
tions, multiple-life functions; and popu- 
lation problems and multiple-decrement 
theory, 


Uncle Francis. 


GUARANTEE MUTUAL GAINS 
The field force of Guarantee Mutual 
Life, Omaha, registered a 16.1% gain in 
new life business for September, over 
September, 1951. This announcement was 
made by George L. Hamlin, CLU, agency 
vice president of the company. Also dur- 
ing September, the accident and sickness 
department of the company registered 
an outstanding gain of 132.8% over the 
Same month of last year. 





Northern N. J. Notables at 
Pru’s 77th Anniversary 


More than 600 guests, representing top 
civic leaders, bankers, insurance execu- 
tives, lawyers and other fields, attended 
on Tuesday the reception and luncheon 
at Prudential’s home office in Newark on 
the occasion of 77th anniversary of com- 
pany’s founding. They were greeted by 
President Carrol M. Shanks, assisted by 
Valentine Howell and Harold M. Stew- 


art, executive vice presidents. The com- 
pany now has 28,000,000 policyholders and 
since its founding has paid more than 
$273,000,000 to policyholders and bene- 
ficiaries. 

As a special feature of the affair Pru- 
dential designated as “honor guests” the 
representatives of 80 business concerns 
which were doing business when Pru- 
dential started. Each of these special 
guests received a red carnation for iden- 
tification purposes. On each anniversary 
of The Prudential a reception and lunch 
is given, leading citizens of northern New 
Jersey being the guests. 


GUARANTEE MUTUAL SCHOOL 

Mutual Life of Omaha has 
sponsored its second five day school of 
instruction and review for qualified field 
underwriters. Representatives from seven 
agencies attended the classes and semi- 
nars. The course of instruction was un- 
der the supervision of George L. Ham- 
lin, CLU, agency vice president of the 
company. The purpose of the school is 
to improve tl 1e effectiveness of each field 
underwriter s prospecting g, planning, and 
selling by developing important attitudes, 
skills, habits, and knowledee. 
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forceful sales track and direct mail letters. 


STATE. MU 


PILGRIM 
SPEAKS 


nother up-to-the minute sales 

kit, built around the 1952 

Social Security amendment, 

has just been added to the State Mutual 
Sales System. It is complete with visual 


Our new agents, especially, are successfully com- 
pleting one-interview sales in their first weeks of 


production. 


Experienced underwriters, too, are finding this 
effective package presentation a worthy supplement 
to the proven Social Security approach for the Com- 
pany’s popular Guide to Security. Because of this 
new kit’s wide application, its simplicity and power- 
ful motivation, it has been enthusiastically received 
by our entire field force. Taking advantage of the 
present unusually high interest in the revised 
Social Security Program, State Mutual agents 
from Maine to California are daily reporting 
substantial production increases from using this 
timely sales procedure. 
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emporary American 
» 110,000 homes next 


Cont 
brought in year 


the new wall calendar of the Connecti- 


cut Mutual 
productions of paintings by 


Twelve full-color re- 
well-known 
1953 edition of 


artists will on the 


the calendar distributed by company rep- 


appear 
resentatives. 
Scheduled to appear are “Holiday 
Visit” by Charlotte J. Sternberg; “Win- 
ter Promenade” by Adoph Dehn; “March 
Night” by Hans Kleiber; “The Conflict” 
by Stanley Woodward; “The Covered 
Bridge” Phelps Smith; 
“Quoque rr” by Nicolai Cikovsky; 
“The White Sister’ by Gordon Grant; 
“Sunday Club” by Joseph W. 
Golinkin ; Outpost” by William 
Thon; “T: g on Water” by John 
Rogers; “First Snow” by Ranulph de 
Bayeux Bye; and “Night Christ- 
mas” by Loren Barton. 
Measuring 10 x 1514 inches 
calendar is in book-type 


Before 


over-all, 


. 4 
the <¢ format 





Large Increases Reported 


By Jefferson Standard 


Jefferson Standard Life closed the 
third quarter of the year with $1,111,- 
684,044 insurance in force, announces 
Karl Ljung, vice president in charge of 
agency operations 

In commenting on the 
ord for the 


company’s rec 
past year Mr. Ljung said 
that the quarterly gain of insurance in 
force has been increasing constantly. 
The gain during the third quarter was 
the largest in company historv. The in 
surance in force gain of $72,777,858 for 
the first nine months of the year ex 
ceeds by more than a million dollars 
the total amount gained by the com 
pany during the entire vear of 1951. 
Mr. Ljung stated that the company’s 
excellent sales record and the very high 
persistency of insurance oo force were 
responsible for the large gains made. 
New sales for the first nine months to- 
taled $114,160,697, which is 21% more 
than for the period of time in 
1951. 
_ Mr. Ljung praised the company’s field 
force saving tthe life insurance market 
to day is a highlv favorable one—peo- 
ple are turning to life insurance as never 
before, both as a means of savings and 
as a means of protecting their Eeadlins 
against loss of income. The members of 
our field force are doing fine job of 
enthusiastically benefits 
effectiveness of their 


to the people. The 
reflected in the company’s 


same 


presenting these 


work is 
record.” 


because it 
package to ; 
The cover is 


makes 
mail 
designed so 


convenient 
personally. 
that agents 


a more 
or deliver 


may also use the calendar as a Christ- 


mas greeting 


piece. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Northwestern National’s 


Sales Up 10% Over 1951 


Insurance sales running 10% above 
the corresponding period of 1951 are 
reported for the first nine months of 
1952 by Northwestern National Life. 

New Ordinary business written by 
the company totaled $65,304,000 to Sep- 
tember 30, compared with $59,320,000 
for the same period last year. Best 
September business in the company’s 
history is reported, with $5,943,000 in 
new Ordinary insurance written, 13% 
above the $5,234,000 totaled in Septem- 
ber of 1951. Each month this year has 
shown a sales improvement over the 
corresponding month of 1951, the com- 
pany’s figures show. 


Elected Trustees 

James H. Eteson, controller, State Mu- 
tual Life, Worcester, Mass., and J. Mc- 
Call Hughes, vice president and con- 
troller, Mutual Life of New York, were 
elected trustees of the Controllership 
Foundation at the 2lst annual meeting 
of the Controllers Institute, held re- 
cently in Detroit. The Foundation is the 
research arm of the Institute. 





3.0... 


a Better Life to Live! 


The Red Cross is engaged in a program to train 
20,000,000 people in First Aid work ...a front line 


force to abate the consequences of flood, fire, famine, 


hurricane and other unpredictable disasters. 


The job is great. The need is urgent. Now, as never 


before, is the time to support these worthwhile ac- 


tivities by giving to the Red Cross! Now is the time 


to develop the natural strength that is a bulwark 


against disaster. There’s nothing like it on earth... 
Nothing like the United States of America, either. 


xk kk 


Life Insurance agents have a part in helping the American 


people to keep U.S. Life... 


A Better Life to Live! 


Agents will be interested in the selling opportunities pre- 


sented by United States Life’s 


complete policy coverage. 


Ask about our Centennial Income Policy. 


United Pact Life 
INSURANCE COMPANY 


IN THE 


84 WILLIAM ST., 


CITY 


of NEW YORK 


NEW YORK 38, N.Y. 


ae 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Harold W. Brigham Retires 


HAROLD W. BRIGHAM 


The retirement of Harold W. Brigham, 
branch office supervisor, effective Octo- 
ber 1, has been announced by the 
Travelers. 

Mr. Brigham, a _ native of i 
joined the Travelers in November, 1908, 
as cashier. His first assignment was to 
open an office for the Travelers in Grand 
Rapids in January, 1909. 

In April, 1912, Mr. Brigham was trans- 
ferred to San Francisco as cashier in 
the branch office there. He remained 
in the West Coast capacity until De- 
cember, 1927, when he was appointed 
branch office supervisor at the home of- 
fice of the Travelers. 


App-a-Week Record 

A record of 1,404 consecutive weeks of 
production was chalked up recently by 
Paul H. Primm, a field representative 
with the W ashington, D. C., agency of 
Mutual Life of New York, according to 
an announcement by Charles P. Rice, 
agency manager. The record means that 
Mr. Primm has insured at least one life 
every week for the past 27 years. 

Mr. Primm’s uninterrupted production 
run started in October, 1925, shortly after 
he became associated with the Washing- 
ton agency. He became a field underwriter 
with Mutual of New York in May, 1924, 
and in 22 of the years since that time, 
he has qui ilified for membership in the 
company’s top honor groups. He is a 
past-president of the District of Co- 
lumbia Life Insurance Club and _ past- 
president of the D. of C. Life Underwrit- 
ers Association. He has been active also 
in civic and community organizations and 
is a former president of the Edgewater 
Beach Citizens Association. 


TO ORGANIZE LIFE COMPANY 

State board members of the Arizona 
Farm Bureau Federation voted to au- 
thorize the formation of the organiza- 
tion’s own life insurance company at a 
meeting in Phoenix, according to Floyd 
Hawkins, state president from Chino 
Valley. 

The life insurance program is intended 
for Farm Bureau members, and, it 1s 
reported, will afford savings for them. 
Six of the 11 Western states will par- 
licipate in the life insurance company 
known as the Western Region Farm 
Bureau Life Insurance Co. These states 
are Arizona, New Mexico, Colorado, 
Wyoming, Idaho and Oregon: 
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HELP YOU SELL MORE LIFE INSURANCE 








{ 


p ERVISOG 
Y bea 


Building careers in life insurance is his job. Energy 
and experience and the rare knack of making sales- 
men are his stock in trade. Freely, he passes along his 
skill and knowledge to the men he trains. Constantly 
he watches them develop . . . detects and helps cor- 
rect weak spots in their techniques . . . inspires and 
spurs their ambition to make the most of their abili- 
ties. Look behind almost every success story in life 
insurance selling. Somewhere youre likely to find his 
mark: the Agency Supervisor—teacher ... coach... 
guide . . . advisor. He helps turn recruits into sea- 
soned salesmen . . . he’s the driving force that keeps 
an agency's sales machinery in high gear. 


One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15, | CONNECTICUT 
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Group Ownership 


(Continued from Page 1) 


not seem to affect the amount of a policy 
subsequently purchased. 

In addition to questions about Group 
insurance, the Baton Rouge citizens were 
about other phases of life insur- 
National Life 

27% of 


was owned by 27% them, 


asked 
ance ownership. Service 
Insurance 
88% 
ance 
by Social Security. 


owned some other type of insur- 


than life, and 73% were covered 


Sixteen per cent had 
one regular life insurance 
while 27% had 


and 17% 


bought only 
policy in their lifetimes, 
bought two, 40% 
than 


three or four 


more four. 

persistency records showed: 57% 
policy; 4% had 
they ever 
owned; 17% dropped one regular policy 
and kept at least one other; 7% dropped 
NSLI and kept at other pol- 
icy; 20% dropped two or more policies. 


Their 
had 
dropped the 


never dropped a 


only — policy 


least one 


Lapse Experience 


mnclusions 
those who kept 
from this study: 
income, the 
a policy to 


The association drew these c¢ 
about lapsers versus 
their policies in force 
The higher a man’s 
likely he is to have allowed 
lapse; for all income groups, those who 
own fewer policies are less likely to let 
them lapse; college graduates are 
likely to policies than those who 
have not completed college; people who 
rent homes or have mortgages are more 
likely to lapse than those who own their 
own homes; those who make regular 
savings are likely to lapse than 
those who do not. 

Twenty-nine per cent of the people 
interviewed who owned insurance had 
not spoken with a life insurance agent 
in the year preceding. Asked about ace 
contacts with agents, 23% said that at 
some time they had had Social Security 
explained to them by an agent. Forty 
one per cent had asked an agent to sell 
them a policy. Thirty-three per cent said 
there was no competing agent on the 
scene the last time they bought life in- 
surance, but 62% had not bought more 
than one policy from the same ag 

More than a fifth of > whe ) bought 
their last policy from an agent 
tacted him about buying insurance. In 
60% of the cases, they bought during the 
agent’s first Forty-four per 
called the agent a good friend. Forty- 
three per cent said the most important 
reason they bought the policy from that 
particular agent was that he seemed to 
know what he was talking about, but 
only 37% said that if they bought more 
life insurance they “would be likely to 
go out of their way to buy it from the 
same agent.’ 


less 


less 


lapse 


less 


those 


con- 


call cent 


Knowledge and Attitude 


Baton Rouge also touches briefly on 
insurance knowledge and attitude. Some 
findings are: Seventy-one per cent of 
the interviewees knew that it is not 
possible to collect cash values six months 
after a policy is purchased; 59% knew 
that the owner can drop part of a policy 
and keep the knew that the 
owner cannot out a loan on a term 
policy. 

As for attitudes, 54% 
rather put an 
life insurance 
chose life 


rest; 30% 


take 


said they would 
increase in income into 
than into a new car; 55% 
insurance over a_ vacation 
fund; 31% over a bank account, and 
21% over a business of their own. 

Besides the 812 people included in the 
study, the interview sample included 69 
persons who had never owned a life 
insurance policy of any kind. It is in- 
teresting LIAMA believes, to note that 
the 69 were typical of all persons inter- 
viewed. Forty-eight were in the lowest 
income group, 46 had no dependents 
under 20, and 14 were over age 65. 
Twenty-five per cent of these people 
had at one time asked an agent to sell 
them a policy, indicating the possibility 
of high incidence of uninsurability. 


N. Y. City Association 
Installs Its New Officers 


Charles S. McAllister, New England 
Mutual, president of the Li ife Underwrit- 
ers Association of the City of New York, 
was installed by John H. Evans, Home 
Life of New York, immediate past presi 
dent, at the opening educational meeting 
of the 1952-53 administrative vear at the 
Hotel Statler last week. Other officers 
installed are Harold N. Sloane, CLU, 
Continental Assurance, Administrative 
vice president ; Harry K. Gutmann, CLU, 
Mutual Life of New York, public rela- 
tions vice president; Harold A. Loewen 
heim, CLU, Home Life of New York, 
educational vice president; Thomas L. 
O’Hara, Metropolitan Life, treasurer. 

The following directors will serve a 
three-year term through June, 1955: 
Michael P. Coyle, CLU, Phoenix Mu- 
tual; Matthew J. Lauer, Continental 
American; Donald L. Mallory, CLU, 
Equitable Society; C. Lamont Post, CLU, 
Carl M. Spero, CLU; J. Ezbon Stover, 
Northwestern Mutual; Stanley R. Wayne, 
Mutual Benefit. 

Graham R. Adams, The Prudential, 
will serve as a director through June, 
1953, and Ascher M. Heller, Guardian 
Life, will serve through June, 1954. 

Guest speaker at the meeting 
Tack Lacy, founder of the Lacy Sales 
Institute. Mr. Lacy has trained more 
than 8,000 salesmen for many of the 
country’s leading companies and his lec- 
tures have been attended by more than 
200,000 salesmen. He was the subject of 
a feature story in the January 20, 1951 
issue of Collier’s Magazine, in which 
they called him “the most imitated sales 
man in America,” and he was awarded 
the selling Oscar for 1951 by the Na- 
tional Sales Executives, an organization 
comprised of 18,000 of the leading sales 
managers of the nation who are respon- 
sible for the direction of more than 
1,000,000 salesmen. 

Mr. Lacy, who was formerly in the 
life insurance business, emphasized the 
importance of self organization in selling. 
The degree to which vou organize your- 
self sales-wise, he said, duictiniiens how 
successful you will be, as organization 
multiplies the value of everything you 
apply it to. 

In selling life insurance, he said, you 
must get your prospect interested in the 
product, convince him that he needs it 
and get him to buy it now. 


was 


Business Men’s Meeting 
Business Men’s 
City, held a two-day 
its Oklahoma-Arkansas_ representatives 
recently at the Basin Park Hotel in 

Eureka Springs, Arkansas. 

JT. Bryan Johnson, manager of the 
Oklahoma City branch office, and A. J. 
Tohnson, manager of the Little Rock 
branch office, presided at the joint busi- 
ness sessions. H. J. Hamilton, district 
supervisor of Little Rock, was toastmas- 
ter at the victory banquet which honored 
the branch office having the highest nro- 
duction record during August and Sep- 
tember. 

The home 
G.. J. Tritch,; 
vice president, 
writer. 


\ssurance, Kansas 
sales meeting for 


office was represented by 
field manager: H. C. Pogue, 
and John Zellers, under- 


T. W. F. Norton Dies 


A member of the Canada Life sales 
organization for 37 years, Thomas Wil- 
liam Francis Norton died in Toronto 
recently following a brief illness. He was 
73 years of age. 

Mr. Norton attended 
versity and the University of 
and was graduated in Political 
from the latter in the class of ’04. Fol- 
lowing a successful record with the 
Federal Life in Western Canada, he 
joined Canada Life in 1915 as manager 
of their British Columbia branch. Two 
vears later he came east to develop an 
agency in Toronto. When he re 
linquished his managerial responsibilities 
in 1942 he continued as an insurance 
consultant. 


Queen’s Uni- 
Toronto 
Science 
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RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





Mutual Benefit Announces 


H. W. Jones Award Winners 


The Lloyd Ramsey agency in Memphis 
is the winner of the Harry W. Jones 
Award, according to an announcement 
by Richard E. Pille, vice president in 
charge of agencies of Mutual Benefit 
Life, Newark, N. J. The award, which 
is based on the ratio of actual to ex- 
pected policy lapses on business sold in 
1949 and 1950, will be presented at the 
annual meeting of the company’s gen- 
eral agents. The Ramsey agency had 
the lowest lapse ratio among the com- 
pany’s 72 agencies 

The Ervin D. Hintzpeter 
Bozeman, Montana, won the 
Trimble Award. The agency had_ the 
best record of persistency, based on 
business on the books in 1951 which was 
sold in the preceding ten years. The 
award will be presented at the general 
agents’ meeting. 

The William T. Ez 


cinnati was runnerup for 


agency in 
James R. 


irls agency in Cin- 
both awards. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL. 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 


Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO, 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 

















Phoenix Mutual Announces Managerial Appointments 


EDWIN HEGE 


Life’s vice 


Gordon 


Phoenix Mutual agency 


Hunter, has 


appointments. 


president, D. an- 
managerial 
Edwin C. CLU, 
Ky., and Leonard C. Orr 


Mich., 


nix Mutual agency. 


nounced two 
will go to Louis- 
to Grand 


Phoe- 


Hege, 
ville, 
Rapids, to establish a new 
Mr. Hege’s promotion to head the ex- 
follows his 
training as supervisor in Hartford, New 
York and Providence offices. Before 
joining Phoenix Mutual in 1948, he at- 
tended George Washington University 
and served as a Navy officer. Establish- 
ing an excellent record of sales and 
service, he was named a field supervisor 
in 1950. In Louisville he will have asso- 
ciated with him, Frank Kelsey, CLU, 
senior member of the staff, who has been 
a member of the Phoenix Mutual or- 
ganization since 1919 and supervisor of 
the Louisville office since 1934. 

Mr. Orr, who will organize the new 
agency in Grand Rapids, is a graduate 
of the University of Michigan. Asso- 
ciated with Phoenix Mutual since 1946, 
he made an outstanding sales record in 


panding Louisville office 


LEONARD C. ORR 


the Detroit agency and was promoted to 
supervisor in 1950. Following an inten- 
sive training course at the home office, 
he has received further management 
training with company agencies in Buf- 
falo, New York and Hartford. Since 
1910 Phoenix Mutual interests in Grand 
Rapids have been represented by Wil- 
liam A. Jastrow of the Detroit agency. 
Named to the president’s field staff on 
a number of occasions, he will continue 
as senior member of the Grand Rapids 
sales organization. 


INDIANA LEADERS CLUB 

William B. Minehan, secretary, North- 
western Mutual, will be a featured 
spe iker on the annual meeting program 
of the Indiana Leaders Club, Indiana 
state association affiliate and quarter 
million dollar qualification group. 

This year’s annual meeting of the 
club, at Turkey Run State Park, is ex 
pected to draw 300 attendance. Accord- 
ing to Max Goodman, Equitable Society, 
Terre Haute, president, the entire hotel 
facilities of the park have been engaged 
for the sessions April 24-25. 
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Brooklyn General Agent 
For United States Life 












DAVID H. BARON 


Appointment of David H. Baron as 
general agent for United States Life in 
Brooklyn, N. Y., has been announced 
by R. W. Staton, superintendent of 
agencies. 

Mr. Baron, a New York 
City, and a graduate of Long Island 
University, entered the insurance field 
in 1948 as a personal producer for the 
National Life of Vermont and in 1950 
became a brokerage supervisor. 


native of 


His extra-curricular activities include 
such work as being head of Insurance 
and Welfare Committee for posts in 
Brooklyn for both the Veterans of 
Foreign Wars and Jewish War Veterans 
since World War II. 

Mr. Baron will have offices located at 
44 Court Street in Brooklyn. 


August Life Sales Up 9% 


Life insurance purchases in the United 
States in August showed an increase of 
9% over the volume in the corresponding 
month of last year, it was reported by 
the Life Insurance Agency Management 
Association. The total in August was 
$2,319,000,000, compared with $2,135,000,- 
000 in August of last year. 

Purchases of Ordinary life insurance 
in August were $1,571,000,000, up 7% 
over August a year ago. Industrial life 
insurance bought in August amounted 
to $442,000,000, an increase of 4% over 
the corresponding month last year. New 
Group life insurance amounted to $306,- 
000,000 in August, an increase of 25% 
over August a year ago. These represent 
new groups set up and do not include 
additions under group insurance con- 
tracts already in force. 

In the first eight months of the year 
total life insurance purchases were $19,- 
429,000,000, an increase of 8% over the 
first eight months of 1951. Ordinary life 
insurance bought accounted for $13,053,- 
000,000, an increase of 12% over last 
year. Industrial life insurance purchases 
represented $3,726,000,000 of this year’s 
eight-month total, an increase of 4% 
from last year, while new Group life in- 
surance amounted to $2,650,000,000 a de- 
crease of 2% from the first eight months 
of last year. 


G. C. WHITE ANNIVERSARY 

G. Carl White, executive director of 
agencies in the western home office of 
The Prudential, has completed a quar- 
ter of a century with that company. In 
observance of Mr. White’s long associa- 
tion with the company, George T. Wof- 
lord, vice president, presented him with 
credentials of Class “E” of The Pruden- 
tial Old Guard, an organization of com- 
pany veterans. 








State Mutual Life Sets 


New Production Records 


State Mutual Life announces that two 
new production records have been set by 
Last month’s 
paid-for than $9% 
million is the largest September in the 


its nationwide field force. 
business of more 
company’s 108-year history. This is a 
38% increase over September, 1951. 
The $95%4 million of sales recorded for 
the first 


three quarters this year tops 


any previous first nine-month period and 
is 14% ahead of 1951. 

Tampa was number one agency in vol- 
ume of paid-for business during Sep- 
tember and 
Indianapolis finished in first place for 
number of 


Memphis was runner-up. 


new lives insured, closely 
followed by Buffalo. 

Oscar Hurt, Jr., Memphis, was the 
company’s leading producer for Septem- 
ber, and Paul Lichtenberger of New 
York-Young, topped the field in number 
of lives insured. 








Late News 
A dinner in honor of Thomas I. 
Parkinson’s 25th anniversary as presi- 
dent of Equitable Society was given by 
the company’s directors and_ officers 
Thursday night. 


Prudential has made a loan of $110,- 
000,000 to Lone Star Gas Co., of Texas. 


The newest home office of The Pru- 
dential’s decentralization operation will 
be in Minneapolis. 






















Term policy as 


DOIN’ WHAT 


COMES NATCHERLLY 


Be riuaiceat means relating insurance 
needs to each other and tying them up in 
one neat package. It’s “doin’ what comes 
natcherlly” to deliver the insurance in one neat 
package, too. Like this — 


Using an Occidental Life, Endowment or 
‘chassis,” you can deliver — 
in one wrapping under one premium — these 
added benefits : 
Family Income ($20, $15 or $10 a month) 
Income Protection 
Mortgage Protection (Yearly Reducing term) 
Income Disability ($/0 a month) 
Additional Protection (Term for clean-up) 
Accident & Sickness (Lifetime income) 

Double Indemnity 
Advance Premium Deposit Agreement 


. 


This makes the policy fatter and the 


commission, too. 


“A Star in the West...’ * 
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EXPANDING FARM LOANS 


More than $1,000,000,000 of mortgage 
money has been extended to American 
farmers in the past three years alone 
by the life insurance companies of the 
country, resulting in a net rise of more 
than $500,000,000 in such financing out- 
Insur- 


standing, the Institute of Life 


ance reports. 

The life companies are currently mak- 
ing new farm loans at a rate three 
times that of ten years ago. The net 
farm mort- 


increase of investment in 


gages by such companies during the past 
three years has been equalled only once 
before, in the early ’20’s. 

This accelerated financing aid was ex- 
tended to farmers at a time when funds 


were especially needed for moderniza- 
tion and increased productivity to meet 
post-war needs. Loans have been made 


on a wider basis than in previous pe- 
riods, carrying the financing into all 
parts of the country. 

Much of the 
been on a long-term, amortizing basis, 


backgroun¢ 


nnancing Nas 


recent 
reflecting a_ stabilized 
the farmer as compared with the opera- 
tions in previous periods of farm pros- 
perity. 

Total farm mortgages outstanding with 
the life insurance companies on June 30 
of this year topped $1,600,000,000. This 
was more than double the investment of 
this kind at the end of World War II. 
cover more than 190,000 


These loans 


farms and average about $8,500. 


HIGHWAY CONSTRUCTION 
PROGRAM 


The vast construction program for 


new construction of highways in Amer- 
ica is the subject of a special supplement 
New York Herald 


Tribune. That this is a gigantic project 


published by the 


is demonstrated by the fact that the 
Federal Bureau of Public 
lieves nearly $50 billion is needed before 


Roads _ be- 


the entire cost of new roads can be paid. 
The total mileage of the highway sys- 
tem now is about 3,300,000 miles. 
Outside of the cost of building the 
highways there are many problems. One 


of the most important has to do with 


trucking. America’s trucking system is 
now composed of some 8,600,000 trucks 
of all types, this country having half 
of the trucks in the world. This is the 
truck breakdown: 4,700,000, says Herald 
Tribune, are in the hands of private 
carriers, excluding farmers; 2,400,000 
farmer owned and operated; 1,100,000 for 
hire, and 360,000 government owned. 

In a decade the number of trucks on 
roads increased 78.2% and car ownership 
climbed 44.2%. Numerically, there are 
about 15,000,000 passenger cars 
registered today than ten years ago and 
probably 4,500,000 more trucks. At the 
end of 1951 there were 42,682,000 cars, 
more than 9,000,000 trucks while busses 
number 


more 


on the streets and highways 
230,461. 

The President’s Highway Safety Con- 
ference estimates that 50,000 villages and 
4,000 cities in the United States are en- 
tirely dependent on highway transporta- 
tion for food, clothing, industry and even 
shelter, which means that the mainte- 
nance and extension of highways are a 
vital issue to families living in those 
places. 

Roads throughout the nation are com- 
posed of 2,373,000 miles of local and rural 
roads, 350,000 miles of main rural high- 
secondary and 
farm-to-market roads. City streets and 
highways add up to 310,000 miles and 
roads on Federal reservations total 70,000 


ways, 214,000 miles of 


miles. 

One of the interesting articles in the 
issue bears the headline, “Road Engi- 
neering Is Ranked Over Speed as Safety 
Factor.” Theme is that fast roads are 
safe, provided the super-highways are 
properly engineered. Not all the better- 
known highways are satisfactory from 
an engineering standpoint. In the years 
1940-49 Boston Post Road (U. S. Route 
1) had 498 accidents and 9.4 fatalities 
for every 100,000,000 vehicle-miles trav- 
eled. In the same period the Merritt- 
Wilbur Cross Parkway system had 3.5 
fatalities in every 100,000,000 vehicle- 
miles. Chief failure was in not provid- 
ing wide enough median strips between 
the lanes and in failing to allow proper 
sight distances. A better system of high- 
way markings is also needed. 

Truckmen, faced perhaps more than 
any other group of riders with problems 
of state legislatures, have three main 


GRANT L. HILL 


Grant L. Hill, CLU, vice president 
and director of agencies of Northwestern 
Mutual Life, was the principal speaker 
at the first fall luncheon of the District 
of Columbia Life Underwriters Associa- 
tion October 16. His topic was “More 
Frosting on Your Cake.” 

x * x 


Herbert O. Fishback, Jr., vice presi- 


dent of Northern Life of Seattle, is 


making encouraging recovery from seri- 


ous injuries sustained last summer when 
he fell from the third floor window of a 
Yakima hotel where he was attending 
an agents’ convention. Mr. Fishback, 
who is convalescing at the Swedish 
Hospital, Seattle, says it was almost a 
miracle that he survived the fall as he 
landed in a paved alley, suffering a 
broken pelvis among other things. Fortu- 
nately he had no internal injuries, and 
his progress to date is much better than 
anticipated by his doctors. He will re- 
main at the hospital for several more 
weeks at least, and it will be some time 
before he is able to return to the of- 
fice. In the meantime Mr. Fishback has 
been greatly cheered by the good wishes 
of many friends in the life and A. & H. 
ranks, 
* * x 

Henry Robinson, fire insurance agent 
at Campbellsville, Ky., who reached his 
91st birthday on June 6, last, has finally 
decided that it is time to retire and 
has sold his insurance business to John 
Burkholder, of Campbellsville, who will 
merge it in with the Burkholder agency 
business. Mr. Robinson started his busi- 
ness in 1896, or 56 years ago. 

co oe oF 


L. D. Cavanaugh, president, Federal 
Life of Chicago, has been elected treas- 
urer and a director of the American 
Service Bureau, a national organization 
with its headquarters in Chicago. 





\ They are de- 
scribed by Herald Tribune as “tough, 
even discriminatory taxes, unscientific 
load restrictions, and diversion of the 
money they pay in taxes away from 
highway uses.” From the truckers’ view- 
point they are making headway on the 
diversion issue and on that of load lim- 
its. In the case of taxes, the truckers 
are in about the same boat as everyone 
else—that situation is tough all over. 

In meantime, no matter how many 
super highways are built automobile un- 
have plenty of head- 


issues as they see them. 


derwriters will 
aches. 


William H. Siegmund, general agent 
for Connecticut Mutual Life in Los Ap. 
geles, and long prominent in laymen’s 
work in the Protestant Episcopal Church 
has just completed a three year term as 
chairman of the Presiding Bishop’s Com. 
mittee on Laymen’s Work in the Diocese 
of Los Angeles, and has been advanced 
to the Chairmanship of the Committee 
for the Western Province of the church 
comprising all the Western states. One 
hundred and thirty-five laymen from all 
parts of the diocese participated in the 
conference held at Pasadena, over which 
Mr. Siegmund presided, and at which 
his advancement to the large field was 
announced. 

*k oe * 

Chester O. Fischer, vice president of 
Massachusetts Mutual Life, was. toast- 
master at the 40th reunion dinner of his 
class at University of Illinois, held 
October 10, at the Urbana Country Club, 
Frank D. Murphy, district agent for the 
company at Champaign, and also a mem- 
ber of the class of 1912 at Illinois, was 
chairman of the local committee in 
charge of arrangements for the affair, 

* ok x 

Horace W. Brower, president of Oc- 
cidental Life of California, has accepted 
the California State chairmanship for 
the United Defense Fund, Walter D. 
Heller, West Coast regional chairman 
announced this week. Mr. Brower will 
heedup the 1953 fund-raising efforts in 
California for UDF, whose member 
agencies include the USO, United Com- 
munity Defense Services, American Re- 
lief for Korea, American Social Hy- 
giene Association, United Seamen’s 
Service,, and the National Recreational 
Association. 

x * 

Norman H. Nelson, vice president, 
Minnesota Mutual, has been named 
chairman of the finance committee of 
Mortgage Bankers Association of Amer- 
ica. His appointment was made follow- 
ing the association’s annual convention 
in Chicago. Mr. Nelson is serving his 
second term on board of governors of 
Mortgage Bankers Association. He was 
also elected secretary of the “Mortgage 
Bankers Legion,” a group comprised of 
present and former board members. The 
Mortgage Bankers Association has mem- 
bers in all states and the District of 
Columbia and in several foreign coun- 
tries. 

xk * x 

Robert J. Myers, chief actuary of the 
Social Security Administration, was the 
guest speaker at a meeting of the junior 
branch of the Actuaries’ Club of New 
York held on October 16. He reviewed 
the background of the 1952 amendments 
to the Social Security Act and discussed 
possible future developments in the field 
of social security. 

* * * 

John G. Harrison has been appointed 
vice president in charge of the St. Paul 
office of Marsh & McLennan. He suc- 
ceeds Cecil Read, who asked to be re- 
lieved of administrative duties because 
of ill health. Mr. Harrison is a son of 
the late John M. Harrison, for many 
vears resident vice president of Marsh 
& McLennan at Minneapolis. 

x oe x 

Silas G. Johnson, general agent at 
Madison for Massachusetts Mutual, has 
elected governor of the Wisconsin-Upper 
Michigan Kiwanis district. Mr. Johnson 
will be the top administrative officer of 
the 84 clubs and 6,000 men in the dis- 
trict. He is one of the 30 governors of 
Kiwanis who report to the Kiwanis In- 
ternational president. 

* * x 

Ralph H. Love, Hartford general 
agent for Connecticut Mutual Life, has 
been reelected president of the Connecti- 
cut Society for Crippled Children. Mr. 
Love has served as president of the So- 
ciety since 1949, 





Ghee. 
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Chicago Hotel Man 


The hotel which houses the most in- 
surance conventions is the Edgewater 
3each, Chicago. In all, almost 150 in- 
surance groups have their meetings 
there. The general manager of the hotel 

Philip J. Weber who is also a vice 
president. He was chief lieutenant to 
“Bill? Dewey when the latter was man- 
aging the hotel. Although Mr. Dewey 
has retired he cannot resist the tempta- 
tion to put in an appearance at the 
large insurance meeting 
there in order to renew old acquaint- 


conventions 


ances. 

Phil Weber has been with the Edge- 
since 1922 when he in- 
He worked 


water Beach 
stalled a food control system. 
his way through various departments as 
the years passed. His last post before 
his becoming a vice president was resi- 
dent manager. In 1948 he was elected a 
member of the board of directors. When 
the Sonnabend Organization purchased 
the Edgewater Beach Hotel, Mr. Weber 
was promoted to general manager. Other 
Sonnabend-operated hotels include the 
Cleveland, Cleveland, O.; 
ton; Whitehall, Palm Beach; 
Rockland, Maine; and Ritz Tower, New 
York City. 

Mr. Weber is a director of the Ameri- 
can Hotel Association, secretary of the 
board of directors of Chicago’s Municipal 
T.B. Sanitarium, a member of Kiwanis 
International and of Royal Order of 
Jesters and ts a Kentucky colonel. 

Mr. Weber has been meeting insurance 
conventions so many years that he 
knows hundreds of insurance men per- 
sonally and sees that conventioneers 
get personal attention. Many are sur- 
prised to be greeted by name when they 
arrive at the hotel to register. An annual 
event of big insurance conventions meet- 
ing at E -dgewater Beach is a rec eption to 
which the entire membership of the 
convention is invited as guests of the 
hotel management. At the opening ses- 
sion of conventions he generally appears 
to deliver a few words of welcome. The 
old days when flowers and fruit greeted 
registrants at the hotel as they entered 
their rooms have disappeared. Hotels 
now performing that gesture are few. 

At intervals stories are heard that a 
new roadway is to deprive the Edge- 
water Beach of its Lake Michigan shore 
line, and work is being conducted on an 
extension of a roadway, but the hotel 
guests will always have plenty of Lake 
Michigan to see. I have often wondered 
why the Edgewater Beach insurance 
guests do not go in swimming more gen- 
erally while convening there in the sum- 
mer time. I have rarely seen an insur- 


Somerset, Bos- 
Samoset, 

















ance man or his wife in bathing suits. 
3ut I have gone to insurance conven- 
tions in Palm Beach and Miami Beach 
where I have noticed that many do not 


swim. Even at the Seigniory Club in 
Canada, the largest resort on the North 
American continent north of South 
America—a place of thousands of acres, 
numerous lakes, log cabins in the woods 
for game hunters—few conventioneers 
take any exercise except the few who 
play golf. I have never yet seen an in- 
surance man attending a Seigniory Club 
convention who is carrying a gun or a 
fishing rod. I know some of them occa- 
sionally spend some time in the open 
air, but they have not done so while I 
have been around. For the most part 
exercise at conventions and open air 
life have largely been removed from the 
picture. 

Getting back to the Edgewater Beach 
Hotel the president of the hotel is A. 
M. Sonnabend and the vice president and 
director of sales is La Frenere. 





* * * 


Prominent Insurance Men at 
“Business Speaks” Dinner 


The “Business Speaks” 79th anniver- 
sary dinner of the New York Board of 
Trade, Inc., held Tuesday evening at 
Waldorf-Astoria Hotel, New York, at- 
tracted many of the top ranking execu- 
tives in all fields of insurance including 
some out-of-towners. A brilliant gather- 
ing, the board put the spotlight on two 
great Americans—Bernard M. Baruch, 
adviser to Presidents, and John Foster 
Dulles, Republican foreign policy adviser. 
To them were presented gold plaques 
in recognition of their contributions “to 
preserve the heritage of America.” 

The same recognition was paid in 
1947 to Frederick H. Ecker, honorary 
chairman of the board of Metropolitan 
Life, who at Tuesday’s affair was given a 
place of honor on the dais next to Mr. 
Baruch. Frederic W. Ecker, executive vice 
president of Metropolitan, was also on the 
dais along with the following insurance 
executives who are past presidents of the 
New York Board of Trade: Mortimer E. 
Sprague, vice president, Home of New 
York, who sat next to Dorothy Shaver, 
president of Lord & Taylor, one of few 
women department store presidents ; Ar- 
thur Snyder, executive vice president, 
Alfred M. Best Co., Inc., and Floyd N. 
Dull, well known in the casualty execu- 
tive ranks who is now with Orvis Bros. 
& Co., New York investment house. Also 
at the head table was Harold V. Smith, 
president, Home of New York. 

It was a proud moment for William M. 
Holmes, president of James McCreery & 
Co., New York department store, in his 
role as president of the board, to wel- 
come the guests of honor and_ 1,000 
diners, a real “Who’s Who” of Greater 
New York’s business and industrial ac- 
tivity. In turn, Floyd W. Jefferson, the 
board chairman of Iselin-Jefferson Co., 
Inc., who has the same post in the New 
York Board of Trade, rose to the occa- 





sion in introducing Bernard M. Baruch, 
aptly describing him as_ philosopher, 
philanthropist, world citizen and adviser 
of Presidents. 

“His is the voice of wisdom rising 
above the anguished tempest,” said Mr. 
Jefferson. 

In a brief but appreciative response 
Mr. Baruch made the following remarks: 
“The next President of the United 
States will have the most difficult task 
any President of our country ever had. 
He will be faced by pressure at home 
and abroad, and great wisdom and cour- 
age will be required of him to make the 
right decisions. But whoever he may be 
I am sure that if he’ll tell the American 
people what they have to face and why, 
they'll do what they have always done 
and rise to the occasion,” 

Harold R. Medina, judge of United 
States Court of Appeals, Second Circuit, 
had the honor of introducing Mr. Dulles. 
He was a wise choice as they had been 
classmates at Princeton University and 
have been friends for 40 years. 

Mr. Dulles asserted that the nation is 
losing the cold war for lack of leader- 
ship at Washington. He said this wilt 
continue until the Russians have the 
balance of power, and unless General 
Eisenhower is elected to put into effect 
his plan for a high-ranking central body 
to plan and direct strategy and tactics. 

Those from insurance having tables 
were John C. Weghorn Agency, Inc., 
Home Insurance Co. of New York, 
Fireman’s Fund, Manhattan Life, Travel- 
ers, America Fore, Insurance Co. of 
North America, Metropolitan, Great 
American, Alexander & Alexander, Com- 


mercial Union, Atlantic Mutual, Davis, 
Dorland & Co., Royal-Liverpool, Agri- 
cultural, Marine Office of America, 


International Underwriters, 


Alfred M. Best Co. 


* * * 


American 
Motors Insurance Co., 


U. N.’s “Surgeon General” 


Dr. Brock Chisholm, director general 
of the United Nations World Health 
Organization, is called “the first surgeon 
general of the human race” in an article 
in the New York Times of last Sunday 
written by Albert Deutsch who special- 
izes in articles and books on health and 
sociology. He is a Canadian physician 
who administers his UN duties from 
headquarters in Geneva, Switzerland. It 
is a global campaign which is saving 
hundreds of thousands of lives. On 
October 21 the American Public Health 
Association will present him with an 
Albert and Mary Lasker Foundation 
award. The citation will say that he. in- 
spired and organized “the vast post-war 
international health campaign which has 
brought about a remarkable reduction in 
sickness and mortality throughout the 
world.” 

Mr. Deutsch said that two factors in 
Dr. Chisholm’s career help to explain 
his character: 
in World War I and he is a psychiatrist. 
Enlisting at age 18 as an infantryman in 
the Canadian Army in 1915 he became a 
captain before the war ended. He took 
a medical degree in Toronto and did 
general practice in his native city of 
Hamilton, Ont. Next, he _— studied 
psychiatry in London and at Yale and 
returned to the war as a line officer in 
command of the renowned Lorne Scots 
Regiment. A major general when he re- 
tired, he was appointed Deputy Minister 
of Health in which post he helped 
organize UN health section. He became 
director general of W. H. O. when it 
was founded in 1948. 


* * * 


N. Y. Safety Parade 


Appearing in the New York Green 
Cross Safety Parade which rolled down 
Fifth Avenue last Saturday afternoon 
were 22 floats dramatizing the many 
ways that carelessness causes most acci- 
dents. Arthur W. Wallander, former 
police commissioner, and recently retired 
as city civil defense director, was grand 
marshal of the parade, and Elaine Aiken 
of Jackson Heights, ‘Long Island, was 
“Safety Queen.” In the parade were 20 





he was a front-line soldier 





Well Known Boniface 





Maurice Seymour 


WEBER 


PHILIP}. 


3,000 marchers Sponsor of 
National Safety 
York Safety 


bands and 
the parade was the 
Council and Greater New 


Council. 
Objective of the parade was to ham- 
mer home to New Yorkers in as 


dramatic a way as possible “the real life- 
and-death stake every one has in the 
development of a public consciousness 
of the safety obligation each has, not 
only to himself, but to every one else.” 

Among organizations taking part in 
the parade were Fire, Park and Sanita- 
tion Departments, Department of Water 
Supply, Gas and Electricity, New York 
Post Office, the Elks and the Lions, 
Girl Scouts of America, American Auto- 
mobile Association, Bicycle Association, 
Police Athletic League and other or- 
ganizations. 

— 


Wisconsin Study of Taxation 
Insurance Commissioner John R. 
Lange of Wisconsin, has made an analy- 
sis of the Wisconsin system of insurance 
taxation and how it compares with the 
insurance levies of other states. This he 
made at the request of the Wisconsin 
legislative interim committee studying 
taxation. 

Mr. Lange shows that actual aggregate 


levies, including the so-called fire de- 
partment dues assessment levied uni- 
formly against all fire and casualty firms 


range from a low of .63% for Wisconsin 
mutual fire insurance companies to 2.10% 
for Wisconsin stock fire companies and 
3.46% for “alien fire companies,” and two- 
tenths of 1% for Wisconsin mutual casu- 
alty companies; 2.04% for Wisconsin 
stoc k casualty companies; and 2.01% for 

“alien casualty companies.” 

Lange showed that Wisconsin life in- 
companies pay about 2.37% 
against 2.02% for the life companies of 
other states, and that fraternal insur- 
ance companies are not taxable in the 
state of Wisconsin and have never been. 

The Commissioner also showed that in 
12 states there is a uniform state tax 
upon all companies. In a wider class of 
states, 37 out of 48, there is a uniform 
general state levy for all out of state 
companies. 


surance 


* * * 


Hoenig in New Hotel Post 


J. P. Hoenig has been made general 
manager of the Ambassador Hotel, Los 
Angeles. He became well known to in- 
surance people when he was with Wal- 
dorf-Astoria, New York. From there 
he became manager of Warwick Hotel, 
Philadelphia. 
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Government Agricultural Insurance 


Programs in Some Foreign Countries 
By Leon H. Doman 


General Counsel, American Foreign Insurance Assn. 


Leon H. Doman, general counsel, American Foreign Insurance Association, which 


writes insurance for numerous American Companies in all parts of the world, has com- 
pleted a study of government insurance on crops and livestock in several foreign coun- 
tries. His report comes at a time when the Insurance Executives Association at New 
York has received a request from the National Association of Insurance Agents that 
the IEA make a thorough study of the possibility of commercial insurers here under- 
writing crop on a profitable basis rather than watch the Federal Government 
expand its present crop cover program. 

Mr. Doman believes that an abandonment of the crop insurance field by private 
enterprise, together with complaints against government encroachment, is not the answer. 
He feels that private insurance might enter the field on a named peril basis with guar- 
intees by the government under stated conditions to make good certain deficits. 

Mr. Doman’s analysis of this problem, as determined by what other countries have 


done, is as follows: 


material well-being, and to safeguard 
them from the natural hazards to which 
they are exposed i in their calling, are per- 
haps logical developments. 

In 1933 the pight of the farmer in the 
United States was rather desperate and 
demanded attention, This gave impetus 
Thus a smaller agricultural force is to planning for the benefit of agricultur- 
called upon to sup “ie the needs of what ists. Elsewhere similar conditions ex- 
may well be an increasing total popula isted and gave rise to more planning. 
tion. Measures to Improve Agricultural 

The following tabulation of figures Conditions 
pertaining to the United States will illus- It is not the purpose of this paper to 
trate the point. discuss in this brief spare all the meas- 


It is perhaps a natural phenomenon 
that as a nation becomes industrialized, 
agriculture should assume increasing im 
portance in its economic life. Industriali 
zation carries with it a drop in number 
of agricultural workers and the ratio of 
agricultural ere to total employed. 


Number Gainfully eran 
Total Agriculture Non-Agriculture 

9,638,000 2,881,000 2,069,000 812,000 
39,818,000 12,925,000 6,850,000 6,075,000 
91,972,000 37,370,000 11,591,000 25,779,000 
105, 710,000 4? 433,000 11,448,000 30,985,000 
122,775,000 48,830,000 10,472,000 38,358,000 
131. 169,000 52,148,000 9,163,000 42,985,000 
150,697 OOO 59,959,000 7,507 O00 52,450,000 


Total Population 


ures taken worldwide to sane: ‘ie ee 
tion that, although the total population of the ayriculturist. It will be sufficient, 
increased heavily over the years, the however, to state that generally the 
number and the proportion of those en- measures adopted took two broad forms, 
tering agricultural pursuits did not keep (Continued on Page 28) 

pace, in fact decre: ised, so that in the 


It will be observed from this tabula- 





United States today, of the entire civilian 
labor force, it is pact approximately 13% 
that are engaged in agricultural occupa- 
tions. This contrasts with over 70% of 
the working force engaged in agricul- 
tural pursuits in 1820. 

Industrialization which has taken place 
in the United States and diversion of 
workers from agricultural pursuits to 
non-agricultural pursuits is now being 
paralleled in many other countries, no- 
tablv the Argentine, Brazil, Colombia, 
Chile, Mexico, to name but a few coun- 
tries that have become industrial-minded 
to a large degree. 


LOOK TO THE 


Government Concern 
Governments are now greatly con- 
cerned with the situation. Agriculture is 
a basic factor in the economy. Nations 
which once were self-supporting ,as_ re- 
gards their own food needs, are justified 
in viewing with alarm the situation 
where the trend of population is away 
from agricultural callings in the face 
of an over-all increase in the population 
of the country. Hence, that governments 
have taken a vivid interest in the prob- 
lem and have come up with various plans 
designed to encourage agriculturists to 
remain in their calling by securing their 


dependable service 





and helpful fieldmen 


To Honor Birchenough 
At Dinner October 28 


RETIRED RATING SECRETARY 


Syracuse District Manager for New 
York Fire Insurance Rating Organi- 
zation 49 Years in Business 


A large number of insurance men will 
attend a testimonial dinner for Arthur 
3irchenough, who retired September 1 
as district secretary of the New York 


ARTHUR BIRCHENOUGH 
Fire Insurance Rating Organization and 
the Underwriters Association of New 
York State, to be held on Tuesday, Oc- 
tober 28, at 6 p.m., at the Hotel Syracuse 
in Syracuse, N. Y. He has a wide circle 
ot friends and has been popular with 
fieldmen and agents for many years. 
Mr. Birchenough entered the fire in- 
surance business in 1903 with the Under- 
writers’ Association of the Middle De- 
partment in Paterson, N. J. In 1909 he 
moved to the upstate New York field 
where he served as special agent for the 
Great American and for the New Hamp- 
shire Fire. He has been in the Syracuse 
otfice of the rating organization since 
1922 and in addition to his duties with 
that organization, he has for a number 
of years been secretary-treasurer of the 
Underwriters’ Association of New York 
State and the Fire Safety Association of 
New York. 
SEEKS ANTI - COMMINGLING LAW 
The Insurance Brokers Association of 
Massachusetts has announced its plans 
to introduce an anti-commingling bill. 


Ondon Assurance 


FOR ASSURANCE OF 


@ Friendly, understanding and ( l 
5 Oo 4 ad 

r | | 

| ue 


THE LONDON ASSURANCE e« 99 JOHN STREET 
NEW YORK 38, N. Y. 


Auto Claims Assn. 
Will Present $25 Prize 


THROUGH NEW YORK SOCIETy 


To Outstanding Student in Auto Phys. 
ical Damage Loss Course; No Com- 
plaints on $50 Deductible 


The Automobile Claims Association of 
New York has arranged with the School 
of Insurance of the Insurance Society of 
New York to present annually a prize 
of $25 to the outstanding student in the 
newly established automobile physical 
damage loss adjustment course. There 
are about 25 oe in the class which 
combines practical experience and ob- 
servation with Haein study. The gift, 
which will be presented to the Winning 
student at the annual graduation exer- 
cises in June, was announced by Presj- 
dent James W. Sherwood, London As- 
surance, at the October meeting of the 
association at Miller’s Restaurant last 
Thursday 

Several current auto problems were 
discussed briefly at this meeting. With 
respect to the new $50 optional deduc- 
tible on comprehensive coverage in the 
New York City area it was stated that 
the deductible clause is being used ex- 
tensively with apparently little complaint 
from those presenting claims. While 
some adjusters have feared that claims 
might be inflated purposely to get over 
the deductible the loss men said they 
had found no real evidence of such a 
trend. 

There was almost an even division of 
opinion whether companies should pay 
under a theft form for damage to an 
automobile where there has been an at- 
tempt to break into the car but where 
no theft actually has occurred. Some 
claim men held there is no liability in 
such cases while others stated they set- 
tled such claims. 

Three new members were admitted to 
the association. They are Wayne T. Ash, 
Glens Falls; Robert J. Conway, St. Paul 
Fire & Marine, and Joseph P. Smith, 
Providence Washington. 


Tennessee Fire Rates Cut 

The Tennessee Insurance Department 
announces reductions in fire insurance 
and extended coverage rates on private 
homes and other buildings, and a reduc- 
tion in fire rates on fireproof public 
structures. 

Commissioner M. O. Allen said the 
new lower rates, which will become ef- 
fective November 3, will amount to a 
savings of about $2,500,000 annually 
Tennesseans. 

The average reduction for dwellings 
and contents is 15%. Other reductions 
include: Apartments and contents, 
16.4%; boarding houses, fraternity 
houses, and nurses and sisters homes, 
19.1%; seasonal dwellings, 14.8%; public 
buildings and churches of fireproof con- 
struction, 12.5 

The eee coverage rate applicable 
to dwellings will be reduced 11.1% or 
from 18 to 16 cents, Allen added. In 
addition, Allen said exposure charges 
are being eliminated entirely, and_ this 
will have the effect of reducing rates 
an additional 3%. 


Furber Boston Marine 


Special in Boston Area 

Donald E. Furber has been assigned 
as marine special agent for the Boston 
metropolitan area representing the Bos- 
ton Insurance Co. and the Old Colony, 
according to an announcement by Vice 
President Harold I. Bartlett. 

Mr. Furber is a graduate of the Philips 
Exeter Academy and Dartmouth College. 
He served in World War II with the 
Ist Marine Division and was later re- 
called for service with the 2nd Marine 
Division. He had his early training at 
the companies’ home office and was then 
assigned to the Philadelphia service of- 
fice, later becoming special agent for 
southern New Jersey and eastern-Penn- 
sylvania. 
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Springfield Group “Open House” 


Stockholders, Families of Employes and Fire Insurance Executives 
Impressed With Fine New Home Office; Visitors Welcomed 
by President Hebert and Other Officers 


A number of top executives of in- 
surance companies as well as of insur- 
ance industry organizations, such as Na- 
tional Board of Fire Underwriters, Fac- 
tory Insurance Association and Ameri- 
can Foreign Insurance Association, paid 
a visit to Springfield, Mass., on Bilder 


bors being Springfield Trade Schoo] and 
Springfield Hospital for the Indigent. 
What Impresses Visitors 
What most impressed the visitors was 
not only the utilitarian aspects of the 
building but the attractiveness of the 
structure architecturally, the good taste 


building was also made by families of 
employes of the company, accompanied 
by some other people of the city. 

The Springfield Fire and Marine is 
one of the nation’s leading centenary 
fire insurance companies. It began do- 
ing business in 1849. Periodically, it has 


Eight Insurance Executives at Springfield’s “Open House” 





Left to right—President William A. Hebert, Springfield; Guy E. Beardsley, Aetna; Joseph K. Hooker, vice president, Auto- 
mobile Insurance Co.; George W. Roberts, vice president, Springfield F. & M.; John A. North, president, Phoenix; W. G. 
Drysdale, manager, Registered Mail Central Bureau; Charles C. Wright, vice president, Springfield F. & M.; S. Dwight Parker, 


of last week to see the new home office 
of the Springfield Group of Insurance 
Companies which consists of Springfield 
Fire and Marine, New England Insur- 
ance Co. and Michigan Fire and Ma- 
rine. The building provides 145,000 
square feet of office space. 

Arriving at the home office the visi- 
tors were welcomed by President Wil- 
liam A. Hebert, Senior Vice President 
Frank A. gg td and other officers 
of the group. Following inspection of the 
building there was a reception to the 
out of town executives which was held 
in the Colony Club. The visitors were 
enthusiastic about the new home office 
structure which is on State Street, some 
distance from the business center ‘of the 
city. It is directly opposite the home 
office building of the Massachusetts Mu- 
tual Life and in immediate environ of 
other impressive buildings, these neigh- 


Snapped at Springfield’s 


vice president, Springfield. 


displayed in the decor of the private 
offices, the large rooms for use of the 
employes during the time they are not 
at their desks, the spacious working 
quarters of those employes and _ the 
landscaped space behind the home office 
included in the 18-acre site of the build- 
ing. The large work spaces in the build- 
ing are unobstructed by pillars or sup- 
ports. The employe facilities include a 
cafeteria, lounge and card rooms and a 
700-car parking lot at the rear. Em- 
ploves have the benefit of fluorescent 
lighting and air conditioning. 

The visit last week of the fire insur- 
ance executives was one of three “open 


house” gatherings to inspect the new 
home office. One “open house” was at- 
tended by stockholders of the Spring- 


field Fire group. Of the 6,000 stockhold- 
ers of Springfield F. & M., 1,000 live in 
Springfield or vicinity. A tour of the 


Home Office Reception 





> 


Left to right—Mrs. Wade, Springfield; Clarence Axman, editor of The Eastern 


Underwriter; Mrs. Pierson, Springfield, and Mrs. Britt, Springfield. 





outgrown its offices and moved to new 
and larger quarters, the new home office 
structure being the fifth home office 
the company has had. This home office 
houses the Eastern department employes 
of the fire insurance companies as well 
as the imprinting and supply depart- 
ments whose material is used by repre- 
sentatives of the group in all places it 
operates, and it also houses the casualty 
and bond operation of the commiandiek: 
The casualty and bond division had oc- 
cupied separate quarters since 1948. 
The Springfield Group of Insurance 
Companies has underwriting departmen- 
tal offices in Chicago, where there are 
nearly as many employes as in Spring- 


field, and also has such offices in New 
York, San Francisco, Detroit and To- 
ronto. 
Assets of $83,000,000 
In 1905 when the Springfield first oc- 


cupied the home office building in the 
business center of Springfield from 
which the group has now moved to its 
present location the yearly premiums 
amounted to $3,788,000. Last year the 
Springfield and its affiliated companies 
wrote nearly $52,000,000 in premiums. 
At end of 1951 the assets of the group 


The 


were $83,000,000. group is repre- 
sented by 12,000 agents. 
The new building, designed by Cram 


and Ferguson, Boston architects. was 
built by Turner Construction Co. It has 
a frontage on State Street of 495 feet 
and an average depth of 1,650 feet. Its 


height in the front is 69 feet; in rear, 
81 feet. There are 265 aluminum-framed 
windows, movable metal partitions and 
asphalt tile flooring. It has a_ public 
address system throughout for radio, 
records and microphone and _ vertical 


conveyors for mail and packages. An- 
other feature is snow melting devices 
for front and rear marquees and side- 
walk entrances. There are movable met- 
al partitions and three elevators, two 
of which are for passengers, The heat- 





ing plant has three boilers fired by 
oil convertible to natural gas in a short 
time. There is an air cooling tower 
and compressor. 

The front entrance is reached by a 
curving drive and about which is attrac- 
tive landscz aping. The cashier’s depart- 
ment which also extends certain bank- 
ing services to employes is conveniently 
located at the left of the lobby. 

The focal point in the main lobby is 
the mural of the company’s famous trade 
mark, “The Covered Wagon,” painted by 
Dean Cornwell of New York. The lobby 
is faced with Italian marble, while the 
adjoining reception area is paneled in 
American walnut. On the second floor 
are two large working areas, each being 
280 feet by 58 feet and none of the 
space being obstructed by columns. 

Luncheons are available to employes 
in a cheerfully bright cafeteria. The 
walls of the directors rooms are paneled 
in South American prima vera (white 
mahogany). Beyond the directors’ room 
is a smaller room for directors’ commit- 
tee meetings. A service building is con- 
nected to the main building by a 480-foot 
tunnel. This service building contains 
three Kewanee boilers, three Gilbert & 
3arker oil burners, three Faber natural 
gas conversion units, incinerator, paper 
baling room, garage, spray tower for air 
conditioning compressor. 

Some m Visitors at Opening 

Among chairmen, presidents, and 
United States managers of insurance 
companies who attended the open house 
last Friday were W. Ross McCain and 
Clinton L. Allen, Aetna Insurance 
Group; Harry W. Miller Commercial 
Union Group; Peter J. Berry, Security 
Group; John A. North and George C. 
Long, Jr., Phoenix - Connecticut Group; 
F. Elmer Sammons, Hanover Fire; 
George L. Armstrong, Caledonian; Wil- 
liam L. Nolen, North British Group. 

Among industry organization repre- 
sentatives were L. A. Vincent, National 
Board of Fire Underwriters; W. Doug- 
las Erskine, Insurance Executive Associ- 
ation; L. C. Irvine, American Foreign 
Insurance Association; F. D. Ross, Fac- 


tory Insurance Association; Thomas 
Watters, Jr., counsel, } National Automo- 
bile Underwriters Association, and W. 
G. Drysdale, Registered Mail Central 


Bureau. 


Hatch President 


(Continued from Page 1) 


making organizations and is currently 
chairman of the board of governors of 
the Middle Department Association of 
Fire Underwriters. 


Mr. Hatch is a member of the Racquet 


Drug 


Club of Philadelphia, the and 


KENNETH B. HATCH 
Chemical Club of New York, Down 
Town Club, and Insurance Society of 


He also serves as a trustee 
Home for Children, 
directors of the 


% hiladelphia. 
for the Southern 
and on the board of 
Solebury School. 
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Supreme Court Dismisses Appeal of 


Motors Against Ohio License Ruling 


The U. S. Supreme Court this week 
declared there was no substantial Fed- 
eral question involved in the Motors In- 
surance Corp. case and dismissed the 
appeal of the General Motors subsidiary 
company. This action upholds the revo- 
cation of insurance agents’ licenses of 
1,100 General Motors dealer-agents in 
Ohio. 

Motors Insurance had told the Su- 
preme Court that an Ohio insurance 
statute providing that an insurance 
agent may not “principally” use his li- 
cense to insure property of which he 
is the “owner” or “vender” is unconsti- 
tutional. The company said that the 
Ohio regulation violates the due 
and equal protection clauses of the 14th 
amendment. 


process 


Ohio Revokes Licenses 


Motors Insurance began operations in 
Ohio in 1948, and 1,100 General Motors 
dealers obtained licenses as insurance 
agents. A year later a check by the 
Insurance Department disclosed that 
substantially all of the business written 
by them was on automobiles owned or 
sold by them. The Insurance Depart- 
ment revoked the licenses of all but 
three of the dealer-agents and refused 
to issue new licenses to appointees of 
the Motors Insurance Corp. 

The company then filed suit against 
Ohio Superintendent Walter A. Robin- 
son and the state director of commerce. 
The Ohio statute was upheld by the 
trial court, the appeals court, and finally 
by the Ohio Supreme Court, which de- 
clared there was no debatable constitu- 
tional question involved in the case. 

In its appeal to the U. S. Supreme 
Court, the company contended that the 
Ohio statute, as interpreted and applied 
by the insurance department, in effect 
makes it impossible for a person con- 
nected with an automobile dealership to 
receive and practically impossible for 
him to hold a license as an insurance 
agent. 

Argument of State of Ohio 


The state of Ohio in its reply brief 
asking the Supreme Court to take the 
action which the highest court actually 
did take, said there is “no substantial 
Federal question” presented by the ap- 
peal. Insurance is regulated under the 
police power the state, the brief argued, 
and the prohibition by the statute 
against using an insurance agent’s li- 
cense principally “to solicit or place con 
trolled business is a reason: ible exercise 
of the police power and fs directed 
against certain evils in the insurance 
field, and is a satisfactory standard for 
determining the good faith of an insur- 
ance company.” 

The state pointed out that when the 
Superintendent held hearings on the li- 
cense applications of the 1,100 Motors 
Insurance Corp. dealers, the applicants 
testified under oath that they did not 
intend principally to use their licenses 
to write insurance on property they 
owned or sold. 

_ Furthermore, the brief explained, the 
Superintendent cautioned them at the 
time their licenses were issued that their 
production records would be checked to 


ascertain whether they were complying 
with the “principal use” provision of the 
law. A year later their affidavits showed 
they were not, and their licenses were 
revoked. 

The Ohio courts, the brief said, found 
the dealers were “venders” within the 
meaning of the law and that the “prin- 
cipal use” of their licenses was to sell 
insurance on cars sold by them. 


Neumann Feature Speaker 


General Brokers’ Dinner 
Samuel Oberman, president of the 
General Insurance Brokers’ Association 
of New York, Inc., announces that the 
feature speaker at the association’s 27th 
annual dinner to be held at the Hotel 
\stor on October 29 will be Joseph A. 
Neumann, member of the executive com- 
mittee of the National Association of 
Insurance Agents. 

Mr. Neumann, a native New Yorker, 
has been president of the Queens County 
Association of Agents and the New York 
State Association. In addition, he is a 
member of the executive committee of 
the Insurance Federation State of New 
York, a director of the Insurance Soci- 
ety, and a member of the Insurance 
Industry Automobile Accident Commit- 
tee. Mr. Neumann was president of the 
Disability Benefits Law All Industry 
Liaison Committee for Mary Donlon of 
the Workmen’s Compensation Board. 

Reservations for the dinner may be 
made for individual tickets or tables 
seating 10 or 12 persons by writing 
to the General Insurance Brokers’ Asso- 
ciation offices at 123 William Street, 
New York 38 


Bruce Succeeds Witmeyer 
For Security at Albany 


Special Agent Donald M. Witmever, 
who has had supervision of eastern New 
York for the Security-Connecticut Insur- 
ance Companies, New Haven, is being 
transferred to the home office and will 
take up his new duties about November 1. 


New York Brokers Hold 


Anniversary Dinner, Nov. 19 


dinner of the 
Association of the 


The 54th anniversary 
Insurance Brokers 
State of New York will be held on the 
evening of Wednesday, November 19, in 
the grand ballroom of the Hotel Astor. 
John O. Cole of Despard & Co. is chair- 
man of the dinner committee. Reserva- 
tions by members and others are being 
accepted at the association office at 90 
John Street, WO 4-5379., 


N. Y. State Women to Meet 
At Johnstown, Oct. 24-26 


The Federation of New York Insur- 
ance Women’s Clubs, through its presi- 
dent, Gladys Putnam, Gloversville, has 
sent out its call for the semi-annual 
meeting of officers and committee chair- 
men. The meeting will be held in the 
Hotel Johnstown, Johnstown, N. Y., on 
October 24-26. The Insurance Women 
of Fulton County will be the hostess 
club. 

Informal discussion of the topics to 
be taken up on the following day will 
feature the first meeting held on the 
evening of October 24. Business sessions 
during the remainder of the meeting will 
resolve themselves around the slogan, 
“Dissolving Difficulties Through Discus- 
sion.” During the past six months the 
clubs, in accordance with a resolution 
passed at the last annual meeting, have 
been making a study of the automobile 
accident problem and its bearing on .in- 
creasing automobile insurance rates. 

Two projects in accident prevention 
will be featured between sessions. The 
Massachusetts Bonding & Insurance Co. 
will give a demonstration of its driver 
educational clinic. Anyone interested 
may have her physical driving ability 
tested and secure a written report on 
her reactions to everyday driving emer- 
gencies. Johnstown’s chief of police, 
Joseph Cerrone, will relate the story of 
“Tohnstown’s Unique Safety Campaign 
with Elmer.” This campaign is a special 
project of the Johnstown Business and 
Professional Women. 


OBSERVES 25TH ANNIVERSARY 

Fred G. Webster, engineer with head- 
quarters in Kilgore, Tex., will observe 
his 25th anniversary with the Hartford 
Accident & Indemnity Co. on October 22. 





Gaylord E. 
as special agent in Albany. He will make 
his headquarters in Suite 73 Waldorf 
3uilding, 24 James Street, Albany. 

A native of Connecticut, Mr. Bruce at- 
tended New Haven College and Univer- 
sity of Connecticut and served three 
vears in World War II. He joined the 
Security-Connecticut Companies at the 
home office in January, 1949, 








Bruce will be his successor 
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Newark Forum Sold Out; 
600 to Attend October 21 


All tickets for the business interrup- 
tion and time element forum, sponsored 
by the New Jersey Special Agents As- 
sociation, to be held at the Essex House, 
Newark, N. J., on October 21, have been 
sold. More than 600 of the insurance 
fraternity will attend. 

The New Jersey Special Agents As- 
sociation regrets that it was necessary 
to return remittances for tickets in a 
number of cases due to the fact that 
no additional seats are available. 


Marsh & McLennan Makes 
Agency Tie-Up in Calgary 


Marsh & McLennan, insurance brokers, 
have expanded their Canadian operations 
by amalgamation with the firm of Mid- 
dieton & Tait in Calgary, an agency 
which has been an important factor in 
Alberta since 1906. Other Canadian offi- 
ces of Marsh & McLennan are located 
in Vancouver, Toronto and Montreal. 
Marsh & McLennan has 21 offices 1o- 
cated in principal cities in the United 
States as well as an office in Cuba and 
correspondents in London, England. 

Calgary is one of the fastest growing 
cities in western Canada and is strate- 
gically located as a financial and man- 
agerial hub of much of the newly-dis- 
covered oil territory. It is also the 
market for Alberta’s large agricultural 
and stock-raising industries. 


South Carolina Agents 
Meeting October 16-17 


The South Carolina Association of In- 
surance Agents is holding its annual 
convention in the Ocean Forest Hotel, 
Myrtle Beach, October 16 and 17. The 
president of the association, Bernard UB 
Ilasov, says that advance registration 
for the convention was one of the 
largest ever experienced by the associa- 
tion, around 450. 

Included on the program are Arthur 
M. O’Connell, Cincinnati, president of 
the Ohio Association of Insurance 
Agents. Sharing the spotlight with Mr. 
O’Connell is R. M. Carney, authority on 
salesmanship and vice president of the 
Coleman Co. 

Also on the program is Charles A. 
Sanford, automobile secretary of the 
North America Insurance Group of 
Philadelphia. Among the subjects dis- 
cussed will be an informal panel on the 
Safety Responsibility Law which goes 
into effect in that state in January, 1953. 


PHILADELPHIA MARINERS MEET 

The Mariners Club of Philadelphia 
held its first fall meeting of 1952 on 
October 7 at the Edison Restaurant in 
Philadelphia. The evening was devoteé 
to a discussion of plans for the coming 
vear. The meeting was well attended by 
leading marine underwriters in P hiladel- 
phia. 
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Agency Tax Problems Analyzed by 
C. W. Tye, Royal-Liverpool Group 


Tax Counsel Considers Computation of Income for Individ- 
uals, Partners or Corporations, With Thought to 
Several Personal and Business Factors 


W. Tye, tax counsel, 


Charles 


Royal 


-Liverpool Group, presented a detailed 


analysis of local agency tax problems in a recent talk before the Vermont Associa- 


tion of Insurance Agents. 


corporate, partnership and individual proprietorship type of agency. 
being published practically in full herewith and will appear in three installments. 


Part II 


A useful, inexpensive way 
vantage of tax reduction, 
during the early stages of your agency, 
is to utilize your residence as an office. 
To the extent you can do this without 
unduly affecting the growth of your 
agency, a substantial saving results 
through the claiming of ge arg: re- 
pairs, light, heat, not otherwise 
deductible if you were using your home 
solely for residence purposes. Your de- 
duction is limited to the ratio of space 
used for office compared with what is 
used for residence. It is important, in 
this regard, that accurate records be kept 
in order to substantiate the deductions 
claimed. The same is true with respect 
to your automobile used both for pleas- 
ure and business. 

Entertainment expense is 
substantial item in the case of an insur- 
ance agency. The rule is, however, that 
there must be some tangible evidence 
that business was increased—not merely 
the vague expectation that some busi- 
ness would result. This is especially true 
in the case of country club or other club 


to take ad- 
particularly 


crc. 


usually a 


expense. 
Buying Established Agency 


Often it is not feasible to start an 
insurance business in a community with- 
out buying an established agency. In 
this situation the purchaser and seller 
of the agency have conflicting interests 
which should be clearly understood. The 
seller, as a rule, is interested in having 
the purchase price treated as a long- 
term capital gain in order to utilize the 
effective 26% tax rate. 

The purchaser, on the other hand, nor- 
mally wants to deduct a part of the pur- 
chase price as acquisition expense. Usu- 
ally, of course, the transaction is noth- 
ing more than a single sale with the 
result no deduction is allowed the pur- 
chaser. However, it is customary for 
such agreements to contain a covenant 
that the seller will not compete for a 
specified period of years. 

It is this covenant which has tended 
to create a tax problem for the seller 
and a tax advantage to the purchaser. 
Thus, if under the agreement, no part 
of the consideration is allocated to the 
non-competitive covenant, it is now es- 
tablished that the excess of value over 
the physical assets is good will and capi- 
tal gain treatment results. 

The only question is the cost basis of 
the good will, which if built through the 
personal effort of the seller since 1913 
(the effective date of the income tax 
law) will probably be “zero.” Consis- 
tent with such treatment, the cost of 
good will is not deductible by the pur- 
chaser. A recent case has held that good 
will and customer's lists (expirations) are 
capital assets and their status, as such, 
is not changed by the non-competitive 
covenant contained in the agreement. 


Covenant Not to Compete 


The established tax rule in these situa 
tions is that if the covenant not to com 
pete can be segregated, then the amount 
paid for the covenant is ordinary income 
and not capital gain to the seller. How- 
ever, where the covenant not to compete 
accompanies the transfer of good will 
and it is apparent that the covenant has 
the function primarily of assuring to 
the purchaser the beneficial enjoyment 
of the good will which has been acquired, 


He presented producers with ideas on taxes 


for the 
His views are 


the courts regard the covenant as non- 
severable and as being, in effect a con- 
tributing element to the assets trans- 
ferred. 

In a decision just handed down (Hor- 
ton 13 T. C. No. 19), involving a_ per- 
sonal service business similar to an in- 
surance agency, the court held that if 
allocation of a part of the purchase 
price under the contract is intended (it 
being separate and distinct from the 
good will purchased), then the payment 
so allocated is ordinary income and not 
capital gain. As to this part of the pay- 
ment, the purchaser should be entitled 
to a deduction pro-rata over the life 
of the covenant. 

Accordingly, if you selling 


are you 
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should be careful that no part of the 
consideration is specifically allocated to 
this covenant or you will have to report 
it as ordinary income even though the 
sale might result in a capital loss. Keep 
in mind if you are the seller that this 
question is material only if your regular 
tax rates (on a combined basis if mar- 
ried) exceeds 20%. If you are the pur- 
chaser, you will want the allocation in 
the contract in order to claim a partial 
tax deduction on the theory that the 
covenant has been severed from good 
will. 

















ON THE BALL! 


Our eye is always on the ball. The 
ball is opportunity for our agents. 
To help them follow it closely we 
constantly and carefully study their 
markets for changes in insurance 
needs and buying habits—through 
fundamental research. To help them 
overcome competition and score— 
we give them instant, experienced 


home office co-operation .. . timely 


coverages that win and hold cus- 
tomers... prompt, pleasant, im- 
partial loss adjustments .. . idea- 
minded fieldmen—keen to help... 
prospect-tested promotionalmaterial 


that really does help score sales. 
YOU'RE 
UP FRONT 
WITH THE 
BOSTON 
AND 
OLD COLONY 


EIGHTY SEVEN KILBY STREET, BOSTON, MASSACHUSETTS 


Partnership Agency 

Assume that the one-man agency has 
progressed to the point where operation 
as a partnership seems necessary in or- 
der to more effectively broaden the 
scope of its operations. At this point, 
it is of utmost importance that existing 
as well as future tax problems be antici- 
pated and dealt with to the end that 
the agency will continue to be operated 
with a minimum of tax cost. 

There are many important tax differ- 
ences between the partnership method 
of operating an agency and the sole 
proprietorship even though the total 
income in both cases is fully taxed 
the individuals, the partnership not be- 
ing a separate taxable entity apart 
from the partners. Knowledge of these 
differences and use of them at the out- 
set may result in substantial tax saving. 

At the time of formation of the part- 
nership, in addition to the usual legal 
and accounting problems involved, the 
following additional matters should be 
considered: 

Partnership Problems 

(1) Death, 
of a partner. 

(2) Plan of handling estate’s or wid- 
ows interest. 

(3) Method of admission of new part- 
ners or retirement of old partners and 
the financial considerations involved. 

(4) Method of accounting to be em- 
ployed, and taxable period, whether fis- 
cal or calendar. 

(5) Whether the investment shall con- 
sist of cash, property or services, and 
the ‘aang of determining the value of 
the latter two. 

(6) The distribution of profits. This 
is purely contractual, and will stand un- 
less there is an effort made for one 
partner to assume the earnings of an- 
other for tax reduction purposes. For 
example and B are equal partners in 
the agency. At the end of the year they 
agree with each other that since A 
produced 80% of the income through his 
individual effort and solicitation that the 
profits be divided 70-30 instead of 50-50. 
Whether this would be permitted is open 
to question, whereas if at the outset 
the partnership agreement provides that 
earnings be reallocated on the basis of 
income produced by the individual part- 
ners there would seem to be no possi- 
bility of setting it aside. 

Also, such a provision could be made 
more flexible by permitting bona fide 
alterations during any tax period. The 
point is that there should be agreement 
before and not after the profits have 
been earned by the partnership. 

Agreement on Rights, Obligations 

In view of these factors, it cannot 
be emphasized too much the necessity 
for a well drafted partnership agreement 
defining the rights and obligations ot 
the respective partners during the op- 
eration of the agency as well as upon 
its dissolution, sale or liquidation. In 
this connection, the need to formalize 
a husband-wife agency partnership is 
no longer necessary. In fact, the very 
vulnerable features of such an arrange 
ment no longer plague this type of 
partnership, but do not lose sight of the 


(Continued on Page 27) 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities 


Companies 


Capital Assets 


Surplus to 
(except capital) Policyholders 
$61,257,086. $47,213,904. 











Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 


Organized 1853 


National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 


Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 
Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 42,686,336. 


Organized 1909 


Royal General Insurance Company of Canada 100,000. 


Organized 1906 


10,711,510. 6,979,138. 3,732,372. 
10,476,694. 6,617,586. 3,859,108. 
28,159,650. 17,868,349. 10,291,301. 


433,385. 


27,904,445. 8,387,231. 
33,078,793. 9,607,543. 


6,568. 426,817. 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT 
Newark I, New Jersey 


120 So. LaSalle Street 
Chicago 3, Illinois 


~~ moc, 
SOUTHWESTERN DEPARTMENT bY Standard ¥% 
Y\ protection 2} 
912 Commerce Street 3 a 
Dallas 2, Texas 4ny insv® 


CANADIAN DEPARTMENTS 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco 6, Calif. 


FOREIGN DEPARTMENTS 
102 Maiden Lane 
New York 5, New York 


206 Sansome Street 
San Francisco 4, Calif. 
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The Underwriters Board of 
Prevention Week parade in that city, 
tion services of the board. 
the board. In the parade itself Paul C. 


at the desk. It was a large parade with about 50 Rochester 
plus 15 bands and drum corps, 


apparatus participating, 


Rochester, 
entering this float bringing to public atten- 
Seated at the desk is Louis Hawes, 
Jacona, an agent member of the board, 


N. Y., played a role in the big Fire 
veteran secretary of 
was 
and area fire department 
many floats, etc. It was 


viewed on a clear night by thousands, with all city and county officials in the grand 


stand in front of City Hall. 





FIRE CLOWN ACT ON TV 
Smalley, Ritgerod of Arkansas Seen in 
East Before Making Film on Pre- 
vention for National Board 
Millions of East Coast T-viewers last 
week for the first time saw the Carl 
Smalley-Henry Ritgerod fire prevention 
clown act that has endeared them to 

the school children of Arkansas. 

In New York to make a color film 
of their act for the National Board of 
Fire Underwriters, the two Little Rock 
insurance men made four TV appear- 
ances during Fire Prevention Week, 
captured public interest through their 
antics, and were “mugged” by the press. 

On stage and in public (Broadway or 
wherever they happened to be), Ritgerod 
played the part of the clown “Stupid 
Carelessness,” symbolic of the cause of 
90% of all fires. Smalley was the 
“straight man.” 

The pair developed their clown act 
five years ago as part of the educational 
program of the Arkansas State Fire 
Prevention Association. Ritgerod is its 
public relations chairman and Smalley 
its executive secretary. 

The TV shows on which they appeared 
are among the most popular in the East. 
They were Kitchen Kapers, ABC-TV; 
the Margaret Arlen show, CBS-TV; the 
Herb Sheldon show, NBC-TV, and 
Sheriff Bob Dixon show, Dumont net- 
work, 

The National Board of Fire Under- 
writers said the film of “Stupid Care- 
lessness” will be shown to 
children throughout the nation. It is 
being produced by Unifilm, Inc., of New 
York, and will be available for local 
distribution in December. 


Clay Slated to lead 
Mountain Field Club 


The Mountain Insurance Field Club 
of Manchester, N. H., will hold its an- 
nual meeting on Monday, October 20, 
at the Derryfield Country Club, Man- 
chester. The business meeting will be 
held in the evening following an after- 
noon of golf and dinner. President 
Ridgley S. Brown will preside at this 
meeting. Mr. Clay is now serving as 
vice president. 

The nominating committee 
mitted the following slate of 
the next year: William A. 
dent; George W. Hazel, vice 
Lawrence E. Billings, treasurer; 
ren L. Wright, secretary. 


soon school 


has sub- 
officers for 
Clay, presi- 
president; 


War- 


AHLSWEDE IN KENTUCKY 
The Phoenix-Connecticut Group has 
appointed Special Agent Charles H 
\hIswede to the Kentucky field to as 
sist State Agent R. J. Martin, with head- 
quarters in the Starks Building, Louis- 
ville. 





N. Y. Agency Incorporates 


A 28-year-old general insurance firm, 
Fisher & incorporated its 
business and will maintain an 
Third Street, Rensselaer, 
continuing its Albany, 
office at 50 State Street. 
Incorporators are Arlington C. Bauer; 
his wife, Mrs. Anna E. Bauer, and their 
son, Harold E. Bauer, all of Rensselaer. 
The firm was founded in 1924 by Arling- 
ton C. Bauer and the late Herbert A. 
Fisher. Mr. Bauer has operated the 
individually since 1941. 


Bauer, has 
office at 
N. ¥.a5 
‘iS ee: fe 


1565 


well as 


business 


Mountain, Aetna Vice Pres., 
Elected Director of Group 


The Aetna Insurance Co. has elected 
Harry M. Mountain a director of the 
Aetna, World Fire & Marine, Century 
Indemnity and the Standard of New 
York, which are the four companies 
comprising the Aetna Insurance Group. 

Mr. Mountain, a native of Missouri, 
joined the Western department in 1921. 
Starting as a map clerk, he advanced 
through the positions of special agent, 
state agent, assistant manager and 
manager of the Western department. In 
January, 1950, he was made vice presi- 
dent and manager at Chicago, succeed- 
ing President Clinton L. Allen, who in 
April, 1949, was elected executive vice 
president of the Aetna Insurance Group 
and transferred to Hartford. 

Mr. Mountain came to Hartford from 
Chicago last July to take charse of the 
over-all casualty operations of the 
Group. He is also liaison officer for 
both the Western and Pacific depart- 
ments of the company. 


Regulation No. 27 


(Continued from Page 29) 


thereafter, except that, at the request of 
the insured such a policy may be writ- 
ten for a longer period where a pre- 
mium discount is available for long term 
coverage. 

“3. No borrower’s or purchaser’s policy 
shall be canceled without due notice to 
the borrower or purchaser unless the 
cancellation is at the request of the in- 
sured purchaser or borrower himself. 

“The insurer shall return any unen- 
cumbered balance accruing from an un- 
earned premium to the borrower or pur- 
chaser. If a policy covering such personal 
property is issued by a mutual insurer 
or a participating stock insurer the bor- 
rower or purchaser shall be entitled to 
the benefit of any dividend paid under 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds, Inc. 
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an individual policy, or in the case of 
a master policy as his interests may 
appear. 

“4. No separate fee for policy writing 
or for any other insurance charge shall 
be made in connection with the issuance 
of borrowers’ or lenders’ policies other 
than included in rates meeting the re- 
quirements of this Department. 

Automobile Insurance 
“5. As respects automobile insurance, 
no insurer or representative thereof 
shall— 

“(a) Agree with or permit any person, 
firm or corporation other than its own 
employes or licensed attorneys or ad- 
justers to adjust or pay any claims un- 
der borrowers’ or purchasers’ policies 
— that an insurer may, in individual 

cases, permit an agent to negotiate the 
scishenaest of minor property losses. 

“(b) Enter into or renew any agree- 
ment with any agent, broker or other 
person which permits the retention by 
such person for the purpose of payment 
of losses of any portion of premiums 
collected under policies issued by the 
insurer. ; 

“Nothing herein shall prohibit reason- 
able contingent commission arrange- 
ments based on underwriting results. 

“6. Where a borrowers’ or purchasers’ 
policy provides insurance solely for the 
interest of the seller, lender or his rep- 
resentative or assignee and a licensee of 
this Department has either actual or 
constructive notice that an identifiable 
charge for the policy has been made to 
the borrower or purchaser: 

“(a) The insurer issuing such policy 
shall provide prominent notice to the 
borrower or purchaser on the policy 
form or elsewhere that the purchasers’ 
or borrowers’ interest is not protected; 
and, 

“(b) Any agent or broker who ar- 
ranges for or obtains such insurance 
shall provide that the borrower or pur- 
chaser be clearly advised in writing of 
the fact such insurance is for the sole 
protection of the seller or lender. 

“Such policies also shall provide, ex- 
cept for willful acts or omissions, an 
express waiver of subrogation against 
the purchaser or borrower or his as- 
signee. 

Itemized Coverage and Cost 
7. Except in the case of single inter- 
est policies which are specifically dealt 
ps in the foregoing paragraph, in any 

‘ase where an agent or broker licensed 
‘es this Department arranges for or ob- 
tains a borrowers’ or purchasers’ policy 
he shall be responsible for providing the 
borrower or purchaser with a clear con- 
cise, itemized statement of the nature of 
the insurance coverage to be provided 
and the cost thereof. 

“No licensee of this Department shall 
either directly or indirectly be a party 
to any agreement by or with a seller or 
financing institution to condition an in- 
stallment sale or the financing of per- 
sonal property on the purchase of an 
insurance policy from a particular in- 
surer where equivalent or better cover- 
age bv another insurer is available. 

“8. The Superintendent upon applica- 
tion or upon his own initiative may sus- 
pend, modify or waive the requirements 
of part (A) of this regulation when he 
believes it to be in the best interests of 
policyholders and the public to do so. 


Life and Accident and Health Insurance 

“9. If the purchaser of financed per- 
sonal property or a borrower as part of 
the loan transaction pays a premium for 
accident and health insurance, he shall 
be provided with a policy, copy of which 
is on file with the Department, at the 
rate filed with the Department. 

“10. If the purchaser of financed per- 
sonal property or a borrower as _ part 
of the loan transaction directly con- 
tributes toward the cost of life insur- 
ance, a statement of insurance must be 
issued to him within a reasonable period 
after the insurance becomes effective, 
containing the name of the insurer, the 
policy number, the type of policy, a 
statement that the amount of insurance 
paid shall be applied by the creditor 
toward the discharge of the indebtedness 
of the debtor and a brief description 0 
the coverage afforded.” 


“ 
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(Continued from Page 24) 


fact that the Treasury Department is 
continuing its attack on other forms 
of family partnerships. 

Following formation of the partner- 
ship, one of the first steps is to choose 
a taxable period. Under the law and 
regulations a partnership may choose 
any taxable period it desires, whether it 
be calendar or fiscal and irrespective of 
the taxable year of the individual part- 
ners comprising the agency. Since tax 
rates may become lower in succeeding 
taxable periods, it is advisable for new 
partnerships to choose the latest fiscal 
year possible so that the first taxable 
year’s profits will be deferred. 

Admission of New Partners 

The admission of new partners pre- 
sents certain tax problems. The tax law 
is still unsettled as to whether or not 
the admission of a new partner results 
in the creation of a new partnership, 
although the Treasury has ruled that 
any increase or decrease of membership 
gives rise to a new partnership entity. 
Whether a new entity is created is im- 
portant to the question of whether elec- 
tions are revived. 

For example, if the new entity wishes 
to adopt a different fiscal tax period, 
approval of the Commissioner would be 
required unless a new partnership has 
resulted. In a recent case on this point 
it was held that where the new partner- 
ship chose to report on a fiscal basis, 
whereas the old reported on the calen- 
dar, no permission was necessary. The 
Commissioner has now acquiesced in 
this decision. It may be that the appli- 
cable state law is controlling as to 
whether a new partnership is created or 
the old just continued. 

Generally, however, the Commissioner 
has not felt himself necessarily con- 
trolled by the status of taxable entities 
under state law. Should this question 
become material in a= given. situation, 
counsel should review the applicable 
state and Federal court decisions before 
deciding what steps to take. 

One of the most perplexing of all tax 
problems is that facing the partnership 
upon the death of a partner. Where, as 
is now customary, the partnership 
agreement provides that certain pay- 
ments are to be made to the deceased 
partner’s estate or widow or other rela- 
tives. it is absolutely essential to under- 
stand the legal principles relating to the 
so-called “purchase rule” and “income 
tule” if costly tax consequences are to 
be avoided. 

Survivor-Purchase 

Personal service agency partnerships 
present special problems inasmuch as 
the capital investment is generally low 
and tangible physical assets limited. 
Usually, a survivor-purchase agreement 
predicated upon an outright sale of the 
decedent’s interest in such limited as- 
sets would be of nominal value, even 
assuming good will is included therein. 
_ The modern trend is away from this 
form of limited “pay-off”; and, in its 
place, it is becoming increasingly more 
common to provide for some payment to 
the estate in excess of whatever physi- 
cal assets the partnership may own. 
This may take a lump-sum payment 
form, in which event the tax conse- 
quences are essentially that of a 
purchase-sale arrangement. Or, more 
often, the surviving partners agree to 
Pay a specified percentage of profits to 
the estate for an agreed period of time. 
Where this method is used, the tax con- 
sequences are determined by the nature 
of the agreement and the intention of 
the parties. 

That care should be exercised in de- 
ciding which method to use is readily 
apparent when it is realized that the 
Purchase rule” subjects surviving part- 
ners to income tax on the earnings 
used to discharge the payments, whereas 
under the “income rule” the transaction 
Is not considered a sale with the result 
that it is as if the estate or widow con- 
tnued as a partner. In this case, the 
Surviving partners receive a tax benefit 


in that such payments are deducted 
from the surviving partners net income. 


Importance of Clear Language 


The importance of clear language in 
the agreement is illustrated in the case 
of Pope v. Commissioner, 39 F. (2d) 
420. In this case, the agreement among 
the partners operating a fire insurance 
business provided that the surviving 
partners “should have an option upon 
the share or interest in the partnership 
of the deceased partner and the price 
to be paid therefor should be the pro- 


portionate share of the deceased partner 
in the profits of the business for the 
three years succeeding the date of his 
decease.” 

It was held by the court that the in- 
come payments to the estate were not 
deductible by the surviving partners be- 
cause a purchase was intended. Since 
normally the partners would intend that 
the share of earnings be taxable to the 
estate and not to the survivors, it can- 
not be emphasized too much the impor- 
tance of drafting a proper agreement. 
This agreement should not partake of 


the attributes of sale and purchase, but 
should provide that the estate is to 
continue as an income recipient of the 
partnership. 


(To Be Concluded) 


LUCY JACKSON ENGAGED 
The engagement is announced of Lucy 
Norris Jackson and Lt. Samuel Hender- 
son Cantwell of New York City and 
Bedford Village, N. Y. Miss Jackson 
is the daughter of A. B. Jackson, presi- 

dent of the St. Paul Fire & Marine. 





An Advertisement similar to this appears in SATURDAY EVENING POST, October 18, and in NEWSWEEK, October 27 
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**Grand Match for the Championship at the Elysian Fields, 
Hoboken, N. J.—1860.” A rare Currier and Ives print. 


Men on first and third 


Two out in the ninth, and the game in the balance . . . men on 
first and third. Will the batter drive them home? It’s skill against 
skill, with a large element of chance. 

This situation can be compared with our everyday affairs. 
At any given moment, our property and savings may be equally 
in the balance. But, unlike a baseball game, their preservation is 
too serious to leave to chance. That’s why so many wise people 
turn to sound insurance for their all-round protection . . . a safe- 
guard that the Great American Group of Insurance Companies 
has been providing for over 80 years. 

A call to any of Great American’s 16,000 local agents, or your 
broker, puts you under no obligation. Either will help you assess 
your risks and tailor an insurance plan to meet them. 


Great American Group 


Insurance Compania 


GREAT AMERICAN * GREAT AMERICAN INDEMNITY © AMERICAN ALLIANCE * AMERICAN NATIONAL + DETROIT FIRE & MARINE + MASSACHUSETTS FIRE & MARINE + ROCHESTER AMERICAN 


INSURANCE EXCEPT LIFE 
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Government Crop Insurance Programs 


(Continued from Page 20) 


namely direct financial aid and agricul- 
tural insurance. 

In the United States direct financial 
aid was extended in the form of easy 
farm credit, soil conservation services by 
the government, purchase of surplus 
agricultural commodities by the govern- 
ment in connection with various govern- 
mental projects, and price support based 
on the idea that a given unit of farm 
products at any time should be equiva- 
lent in purchasing power to given units 
of manufactured goods using a standard 
base period (1910-1914). 

The second broad measure was that of 
insurance. This took the form of mone- 
tary indemnity or in kind for the loss 
of crops arising out of various hazards. 


Government Agricultural Insurance 


Government ventures into the business 
of agricultural insurance are not con- 
fined to those made by the United States. 
In most cases these ventures by govern- 
ments were made only after private in- 
surance, based upon experience, found it 
impracticable to provide protection 
against the hazards to which crops and 
livestock were subject. 

Government urgings to private indus- 
try to extend or continue operations in 
classes almost certain to produce under- 
writing deficits, and consequent loss to 
shareholders of private insurance comp: ¥ 
nies, were predicated on a basis only of 
protecting te agriculturist. 

Overlooked were the economic harm 
and economic loss that could result were 
private insurance to endeavor to provide 
the extended beta that govern- 
ment thought necessary. 

In the United States the Federal Crop 
Insurance Act of 1938 established the 
Federal Crop Insurance Corp. The cor- 
poration undertook insurance of loss to 
certain crops against a variety of haz- 
ards. The program, as anticipated, sus- 
tained net losses rather heavy in amount. 
In 1944 operations were suspended. 

However, in 1945 they were resumed 
on a more limited basis, protection be 
ing given to crops of wheat, cotton, and 
flax on a nationwide basis and on a 
more limited area basis to tobacco and 
corn. This more limited program was 
also unsuccessful from the profit view- 
point, and was revised in 1947 on a still 
more restrictive basis, with the Rader il 
Crop Insurance Corp. undertaking to 
encourage private insurance iecoacneti 
to enter the field of all risks insurance 
This encouragement was in the form of 
providing a reinsurance market for pri 
vate insurance companies which would 
write agricultural insurance on a basis 
approved by the Federal Crop Insurance 
Corp. 

However, this has not met with any 
enthusiastic reception by underwriters in 
private industry. The corporation had 
capital stock of $100,000,000 entirely sub- 
scribed by Federal Government. By 
June 30, 1949, it had incurred a deficit 
of $72,865,000, which was eventually writ- 
ten off through legislation. This may be 
the answer for the reluctance of private 
companies to take advantage of the fa- 
cilities indicated. 

Jamaica, Spain, Colombia 


In certain British possessions (Ja- 
maica) government insurance was insti- 
tuted for banana growers. However, all 
risks insurance was not granted, but the 
hazard covered was that of windstorm. 
Premiums were based on area under cul- 
tivation and the indemnity was _ predi 
cated on loss exceeding 40% of the total 
value at risk for the year, with the 
grower required to bear 20% of the loss 
himself. 

In Spain government insurance took 
the form of reinsurance of private com 
panies or coinsurers with direct insurers, 
hazards being limited to hail and fire 
Specifically excluded were frost, rain 
flood, drought, hurricane, blight or pests 

In Colombia a project for government 
entry into agricultural insurance has 
been the subject of discussion from time 
to time, the move apparently being initi- 
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ated by associations of agriculturists 
who apparently feel that they cannot ob- 
tain adequate facilities from _ private 
sources. 

The Republic of the Philippines also 
has had proposals for the formation of 
a National Crop Insurance Corp. to cover 
losses due to floods, typhoons, rats, pests, 
plant diseases, drought, and other calami- 
ties. 

Currently in Brazil a government spon- 
sored measure is under consideration. It 
is interesting to note that President Var- 
gas, in submitting this measure to the 
Brazilian Congress, states that agricul- 
tural insurance will be developed cau- 


tiously and progressively for various spe- 
cific risks in different regions in so far 
as crops are concerned. As regards live- 
stock, his message indicates that they 
are to be insured against losses result- 
ing from hail, frost, flood, drought, and 
other risks. 

The President states specifically that 
this is a branch of insurance which pro- 
duces little profit and which requires 
technical financing gre nage not nor- 
mally granted by private capital. A 
mixed economy agricultural insurance 
company is to be established with 10% 
of the capital of Cr.$100,000,000 (roughly 
US$5,000,000) to be subscribed by the 
National Treasury, 10% by physical and 
juridical entities, 50% by government 
agricultural banking and_ reinsurance 
companies, 30% by national and foreign 
insurance and capitalization companies 
operating in the country. 

If and when established, it is appar- 
ently intended that the proposed com- 
pany shall reinsure with the Reinsur- 
ance Institute of Brazil, which presum- 
ably in turn will further retrocede. 

The proposed experiment in Brazil is 
apparently predicated on government 
realization that_ there is little hope of 
commercial profit in this business. Con- 
sequently, it is to be hoped that invest- 
ment by private interests in the mixed 
economy corporation will not be com- 
pulsory. It is further to be hoped that 
there will be no endeavor to compel 
private insurance companies operating in 
Brazil to accept reinsurances from the 
proposed company nor retrocessions 
from the Reinsurance Institute of Brazil. 

It should not be overlooked that the 
social and economic aims contemplated 
in the measure to the advantage of the 
agriculturist, if compulsorily foisted upon 
private insurance companies, may well 
cause a dissipation of the assets of such 
entities that in the long run can only be 
injurious to the economy of the country. 


Alternatives to Government Agricul- 
tural Insurance 


It can hardly be doubted that until our 








agent’s office window 


‘‘Tt’s the service that counts’’ 








North British Leaders 
From London Tour U, §, 


Following an extensive business tour 
visiting branch offices in the United 
States at San Francisco, Chicago, De- 
troit and Philadelphia, Lord srand, 
C.M.G., D.C.L., chairman, general court 
of directors, and E. Lansdowne, general 
manager from the London head office of 
the North British & Mercantile, returned 
to New York at the home office of the 
United States branch. On the trip they 
were accompanied by W. L. Nolen, 
United States manager. 

To honor the distinguished visitors, 
Mr. Nolen gave a luncheon at the Lay. 
vers Club, Wednesday, October 8, at- 
tended by officers and staff of the North 
British Group at the New York office. 


Hilton Special for Phoenix 

Richard T. Hilton has been appointed 
special agent for the Phoenix-Connecti- 
cut Group and assigned to Cuyahoga 
County territory with headquarters in 
the Hanna Building, Cleveland. Mr. Hil- 
ton attended Western Reserve Univer- 
sity and served for more than five years 
with the United States Navy. He en- 
tered the insurance business in Chicago 
and has served in Cleveland with an- 
other company. 


scientists are able to produce by chemi- 
cal synthesis in their laboratories, and 
then in commercial plants, the foods and 
the clothing which are now provided 
through the raw materials grown on the 
farms, ranches, pampas, estancias, haci- 
endas, and fazendas of our agriculturists, 
these later, as a class, require assist: ance 
and encouragement to continue their ef- 
forts so that the needs of the people 
may continue to be met adequately. 

However, such assistance need _ not 
necessarily take the form of government 
entry into the business of agricultural 
insurance. The disadvantages inherent in 
government operation are too well 
known to require more than_ passing 
mention. In addition to deficits that may 
be anticipated, and which would have 
to be met out of the public treasury, 
the usual government inefficiency, crea- 
tion of bureaucracy, inflexibility, and 
similar ills can be expected. 

Thought may well be given to the 
elimination of the government from di- 
rect Operation in agricultural insurance. 
Instead, for one thing, a program may 
be instituted of direct assistance when 
disaster strikes, limited, however, to cer- 
tain natural occurrences such as wind- 
storm, drought, unusual pests, and the 
like. Furthermore, such assistance should 
be on a basis comparable to that of ex- 
cess of loss. In addition, a program of 
soil conservation and technical aid by 
agricultural experts could well be under- 
taken. 

Finally, private insurance _ entities 
should be encouraged to enter the field 
on a named peril basis with guarantees 
by the government under stated condi- 
tions to make good any deficits over 
specified amounts or percentages in- 
curred in any one period. 


Should Not Be Monopoly of Government 


In many countries, including the 
United States, crop insurance and live- 
stock insurance are not the monopoly 
of government entities. Private ge 
izations, stock and mutual, are still i 
the field. It is well that this is ‘ 
and that it continue. For as government 
ventures deeper and deeper into opera- 
tions of a commercial nature, the greater 
may be the concentration of economic 
power in government, with probable 
overtones of totalitarianism. ‘ 

An abandonment of the field by pri- 
vate enterprise together with complaints 
against government encroachment is not 
the answer. Tt is hoped that this bird's 
eve view of the matter may _ perhaps 
stimulate workable and practicable sug- 
gestion whereby the desirable economic 
and social objectives aimed at may be 
accomplished by private insurance en- 
terprise. 
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21 CPCU’s Honored at 
All-Industry Luncheon 


DR. LOMAN PRESENTS DIPLOMAS 
H. C. Conick m7 Main Address Urges 


Creation of New Assn.; C. R. Jameson, 
N. Y. Chapter President, Presides 
— ceremony Dr. Harry 
ean of American Institute 
‘ «& Liz ibility Underwriters, 
eoued diplomas on Tuesday in 

rk to 21 CPCU 

Iministered to them the 
presentation was 
ire 300 people at an all-industry 
in Hotel Biltmore and 

New York and C 

Ea Society 

’roperty & Casualty Under- 
irman of committee on ar- 
was Claude H. Rice, insur- 
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ameson, president 
general ma - : the 151 Willia im 
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int portion of Mr 
“Insurance Education 
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‘reation of a 
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mouthpiece 
insurance 


mig 
Insurance 
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necessary 
gener: 
reatened by 
govenrmental 
cause. On the 
vould include 
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entire 


ould 


ymmon i 


recog 
mpanies ‘io problems 
tly regard as matters re 

independent judgement 
Similarly, problems very 
arise which affect only one seg 
ment of the business and which very 
properly should be handled by the ap 


RALPH JAMESON 


propriate board or bureau representing 
that segment. 

‘There are, however, wider issues— 
legislation, taxation, etc., which in some 
affect all companies in the busi- 
ness and which are beyond the capacity 
of any one company or any one 
ment to handle alone. This over-all 
forum would take care of these broader 
issues and such would be its primary 

ir \s a means of preventing in- 

ction, adequate provision 
made in the constitution for 
appropriate segment 
final action 


degree 


seg- 


‘ould be 
ymnfirmation by the 
the business prior to any 
being taken.” 

Loman Points to Institute’s By-Product 
Dr. Loman was glad to point to 187 
vy CPCU'’s who had been honored at 

the national gathering recently in St. 

ouis, 74 of whom were present at that 
The many others who could not 

he said, » being recognized by 
respective Sesh chapters. He did not 
detail on the study required to 

a CPCU but summed up by sav- 

five examinations must be 
nd designees must pledge them- 
to live up to high standards of 


become 
re 


speaker put the emphasis on the 
Society of Chartered Property & Casu- 
alty U ndery writers which he described 
a by-product of the American Institute. 
Its purpose is to hold together all those 
who attain the CPCU degree in local 
chapters so that they hold regular 
monthly meetings among themselves, 
compare notes on problems of the busi- 
and hold annual gatherings. He ex- 
pressed complete approval of the idea 
of prepari papers on current subjects 
which are red at monthly meetings 
when speakers “face a battery of critics,” 
and to follow up this procedure with 
composite papers and discussion thereof 
at ~~ annual meetings. “Not only do 
e CPCU's benefit by critical examina- 
each other’s views,” he said, 
papers can well have a pro- 
property and casu- 


can 


ness 


th 
tion of 
_ 


ut these 
found effect on the 
Ity business.” 
Makes Four Recommendations 
In awarding the CPCU designation to 
the New York and Connecticut designees 
whose names follow below, Dr. Loman 
made four recommendations: (1) join 
vour local chapter and become active 
in its affairs; (2) at all times continue 
the habit of study; (3) become active 
in all community ‘and civic affairs, and 
(4) most important of all, CPCU’s shou'd 
observe an ethical conduct in the 
handling of their business, thus living up 
(Continued on Page 37) 


N. Y. Agents Launch 
Traffic Safety Drive 


CLAUSS MAKES ANNOUNCEMENT 

Undertake Public Opinion Poll on 

Strengthening of Traffic Laws; Will 
Be Mailed to Policyholders 


Alarmed over the mounting loss of life 
and property caused by automobile acci- 
dents on the public highways with its 
inflationary effect upon insurance rates 
and recognizing that rigid enforcement 
of traffic and licensing laws offers the 
only immediate solution to this serious 
problem, the board of directors of the 
New York State Association of Insur- 
ance Agents at its meeting last week in 
Syracuse voted unanimously to launch 
a statewide public opinion poll to deter- 
mine the public’s attitude toward more 
rigid laws to control the increasing flow 
of traffic in New York State. 

Emil T. Clauss, Buffalo, president of 
the association, stated: “Many worthy 
attempts have been made by civic-in- 
spired groups to impress upon local and 
state officials the need for clamping 
down on traffic violators. These groups 
comprise safety organizations, chambers 
of commerce, insurance companies and 
agents and the press, radio and TV. It 
is time that the public who has to pay 
the cost of this shameful disregard of 
the law through either personal loss or 
suffering and increased insurance costs 
give expression to their thinking. 

Would Strengthen Traffic Laws 

“Our association is confident that the 
public will overwhelmingly support the 
strengthening of traffic laws and _ li- 
censing and that such a finding will 
strengthen the hand of local and state 
officials in the administration of existing 
laws and be a guide to legislators in the 
consideration of new laws to curtail the 
needless personal and economic 
now being sustained.” 

It is estimated that the members of 
the New York State Association of In- 
surance Agents provide insurance pro- 
tection for well over 1,000,000 motorists 
in the state so that the results of this 
study will be a sound reflection of pub- 
lic opinion. 

The mechanics to be employed in mak- 
ing this survey are (1) supply each of 
the 1,850 insurance agency firms who are 
members of the association with survey 
cards in sufficient number to be mailed 
to their respective automobile policy- 
holders; (2) reply cards from the policy- 
holders will be returned to the individual 
agency; (3) a report form will be fur- 
nished each participating agency on 
which a tabulation of opinions will be 
recorded and mailed to state association 
headquarters in Syracuse; (4) each par- 
ticipating agency will be asked to hold 
the original replies should an_ official 
accounting be desired at a later date. 

Will Contain Pertinent Questions 

The survey cards will contain five per- 
tinent questions which are as follows: 

“1, Do you believe that strengthening 
of traffic laws to increase fines and 
penalties for speeding, reckless driving 
and other accident-producing violations 
would make motorists more respectful 
and more obedient to the laws? 

“2. Would you favor revocation of the 
license of a driver who causes a_ per- 
sonal injury accident through reckless 
driving after: one accident, two acci 
dents, ? 


losses 


three accidents ? 

“3. Would you favor strengthening of 
driver licensing laws and their adminis- 
tration to more thoroughly determine 
qualifications and physical condition of 
applicant ? 

“4. Would you favor periodic reex- 
amination of all drivers, say every five 
years, to make certain that licensed 
operators are in good mental and _ phiys- 
ical condition ? 

“5. Would you favor periodic inspec- 
tion of all automobiles to check the 
condition of all safety devices and to 
remove from the highws ays all vehicles 
which are beyond repair? 

Will Contain Transmittal Message 

The card will also contain a transmittal 
message which reads as follows: 

“As your insurance agent, this office 


EMIL T. CLAUSS 

and the companies it represents are as 
unhappy about the recent increase in 
automobile insurance rates as you are. 
Insurance, whether it be voluntary or 
compulsory, will never reduce the shame- 
ful loss of life and property on the 
highway which is the reason for higher 
insurance costs. 

“Rigid enforcement of the traffic laws 
and licensing laws are the only imme- 
diate remedies that can be employed to 
reduc e accidents. 

“Public officials are guided by the will 
and opinion of the people. It is time 
that you and other motorists in the 
state expressed your thoughts on_ this 
serious problem. 

“Help us to help you to save lives and 
thereby save money through lower in- 
surance rates. Please answer the few 
questions below, detach and mail at 
once.” 


Bohlinger Is Upheld in 
Preferred Accident Case 


The Appellate Division of the Supreme 
Court of New York unanimously 
confirmed the decision of Supreme Court 
the Zanger 
case in which Superintendent of Insur- 
ance Alfred J. Bohlinger of New York 
figured as liquidator of the Preferred 
Accident Insurance Co. This was an im- 
portant test case in an effort to require 
insurance brokers to remit premiums 
paid to them as agents for that com- 
pany. Judge Botein held that the bro- 
ker, after deducting his commission, may 
not withhold any part of the premiums 
paid by various assureds prior to liq- 
uidation, pointing out that Section 125 
of the insurance law makes the broker 
responsible in a fiduciary capacity to the 
company for all funds received. 

The Broker Associations’ Joint Coun- 
cil contested the Superintendent in this 
case and was represented by Charles P. 
Butler, New York attorney, as counsel. 
Motion for judgment on the pleadings 
was argued by Irvin Waldman, counsel 
to Alfred C. Bennett, attorney for the 
liquidator. There was no written opinion. 


has 


Justice Bernard Botein in 


Bureau Considers Extension 


Of Rating to Other Lines 


The executive committee of the Na- 
tional Bureau of Casualty U nderwriters 
met Wednesday morning, October 15, at 
the offices of the bureau to consider a 
proposal to extend its rating jurisdiction 
to other than casualty lines. In_ the 
afternoon of the same day, a meeting 
of the membership was held at the 
Great Hall of the New York Chamber 
of Commerce to give further considera- 
tion to this proposal, which contemplates 
the rating of all lines, other than life 
insurance, which are combined in pack- 
age policies with casualty lines. 
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Dorsett Speaks Before 
Minnesota Federation 


sAYS PUBLIC MUST BE TOLD 


Declares Further Rate Increases Must 
Be Made in Simple Fairness; Indus- 
try Caught in Multi-sided Squeeze 


With the average hospital bill running 
135% bigger than in 1939, with auto 
repair costs up 134% and the price of 
new motor cars higher by an average 
of 136%, the automobile casualty insur- 
ance companies find they now ‘have to 
pay out 150% more money to settle the 
average property damage claim, and 70% 
more to settle the average bodily injury 
claim, than before the war. The figures 
were revealed in an address made in 
Minneapolis by J. Dewey Dorsett of 
New York City, general manager of the 
Association of Casualty & Surety Com- 
panies, before the Insurance Federation 
of Minnesota, October 13. 

As auto liability premium _— rates 
charged i the companies have increased 
an average of only 35% during the same 
period, an underwriting loss of over 
$100,000,000 was chalked up for 1951 on 
this line of business by member com- 
pamies of the association: continued 
losses are indicated for 1952, making 
further increases in rates necessary in 
simple fairness, Mr. Dorsett stated. 

Caught in Multi-sided Squeeze 

Mr. Dorsett declared that the casualty 
insurance industry is caught in “a multi- 
sided squeeze of rampant inflation, ris- 
ing accident tolls, public misunder- 
standing, political pressures, socialistic 
trends, excessive dam: Age claims, and in- 
adequate rates,” which last year resulted 
ina net underwriting loss for all lines, 
including surety. It has generally been 
forgotten, Mr. Dorsett recalled, that dur- 
ing the war, when gasoline was rationed 
and there was a Federal speed limit of 
35 miles per hour, the insurance com- 
panies voluntarily made substantial rate 
reductions in all states. They were 
caught with these reduced rates when, 
after V-J Day, gas rationing was lifted, 
the 35-mile jimit was withdrawn, and 
“almost overnight the people burst forth 
ona driving spree that has had no equal 
and increases yearly.” 

Several] modest post-war rate increases 
enabled the companies by 1949 to show a 
small profit on the auto liability line, he 
said. Then came Korea; “prices sky- 
rocketed, traffic accidents "increased at a 
shocking rate, awards for dz image claims 
mounted even faster than prices, and 
auto liability insurance plummeted back 
into deep red ink.” The emergency rate 
increase granted in 1951 has proven too 
small to offset increased losses, Mr. 
Dorsett stated; the figures to date indi- 
cate another “red-ink” year in 1952 

Compensation Benefits Rise 

Meanwhile, benefits for workers un- 
der workmen’s compensation insurance 
policies have been increased 31% since 
1939, while premium rates have eetwaliy 
been lowered by 20%, Mr. Dorsett de- 
clared. As a result a safety programs 
conducted jointly by the companies and 
employers, fatal accidents have decreased 
nearly one-third since prewar days. 

3ut by 1950 the insurance companies 
showed an underwriting loss of nearly 
3% on workmen's compensation business, 
and in 1951 the loss exceeded 5%. An- 
other sizable red-ink figure is indicated 
for 1952, according to Mr. Dorsett. 

Last year the companies lost money 
on their automobile liability and proper- 
ty damage, liability other than automo- 
bile, property damage and collision other 
than automobile, workmen’s compensa- 
tion, fidelity, glass and sprinkler lines, 
Dorsett stated. They made money on 
their accident, health, group accident and 
health, automobile collision, surety, bur- 
glary ‘and theft, boiler and machinery, 
credit and miscellaneous lines. Losses on 
the first group exceeded gains on the 





profitable lines, producing a net under- 
Writing loss for the year as a whole, he 
explained. 

Contrary to ideas in some quarters as 
'o the level of profits in the casualty 
Dorsett stated that the aver- 


busine Ss, 


Driver Classifications 
Subcommittee Will Meet 


Insurance Commissioner George F. 
Mahoney of Maine, chairman of the 
subcommittee of the casualty and surety 
committee of the National Association 
of Insurance Commissioners on auto- 
mobile rates by driver classification 
study, has called a meeting of the sub- 
committees at the Hotel Statler, Boston, 
October 21 - 22. 





age underwriting profit on all lines writ- 
ten by members of the National Bureau 
of Casualty Underwriters averaged sev- 
en-tenths of 1% for the 20-year period 
1931 - 1950, Ri ota before payment of 
Federal income taxes. Even that slight 
margin was wiped out last year, he 
pointed out. 

“If everyone jn the United States real- 
ized these facts, our rating problems 
would be about over,” Mr. Dorsett said. 
In closing, he suggested that every auto- 
mobile owner interested in holding down 
his insurance costs should ask himself 
the following questions: 

“Have I done my full part toward re- 
ducing accidents in my community, by 
driving safely, obeying the traffic laws, 
and demanding strict enforcement of 
those laws against everyone, aahaeliing 
myself ?” 

“Have my _ insurance 
morally and legally honest ? 

“Have I stood firmly for fair jury 
awards in accident claim cases, but stood 
as firmly against excessive awards in 


3 


such cases! 


claims been 


Make Own Insurance Rates 


“In short, remembering that I and 
my neighbors largely make our own in- 
surance rates, have I done all that I can 
and should do to bring them in line 
with lower rated communities ?” 

The casualty insurance industry, Mr. 
Dorsett pledged, will do its part to 
hold down costs. “We will continue to 
work for highway and industrial safety. 
We will do our utmost to keep the pub- 
lic informed. We will conduct our can 
ness soundly, economically and in the 
public interest. We will do our utmost 
to keep rates down, and to reduce them 
as quickly as the mathematics of claim 
costs and the cost of doing business 
permit. 

3ut we cannot do the job alone. Only 
the mighty force of aroused and en- 
lightened public opinion can reduce acci- 
dents. Only the conscience of the indi- 
vidual claimant can make the aggregate 
of claims honest. Only realization of 
the individual juror that he is spending 
his own money, not the money of insur- 
ance companies, will prevent excessive 
jury awards. Only a force far greater 
than our own will relieve the impact of 
rising economic inflation. Until these 
reforms are put in motion, the casualty 
insurance companies have no choice but 
to ask for rates that are fair. vin the 
light of conditions as they exist.’ 
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Holds Final Panel on 
Nation’s Health Needs 


REPORT DUE DECEMBER 29TH 


A. F. of L. Spokesman Calls for Com- 
pulsory Health Insurance; Miller 
Speaks for Commercial Insurance 

Labor will settle for nothing less than 
compulsory health insurance, the Presi- 
dent’s Commission on the Health Needs 
of the Nation was told last week. But 
the Commission, holding its final panel 
before drafting its report, heard very 
little backing for the administration 
health plan from other sources. 

The final panel was titled “Financing a 
Health Plan,” and the Commission in- 
vited leaders representing various agen- 
cies and various viewpoints on the medi- 
cal question. 

Nelson H. Cruickshank, testifying for 
the American Federation of Labor, was 
the only witness to go down the line 
for the administration’s compulsory 
health insurance program. Dr. Michael 
M. Davis, chairman of the Committee 
for the Nation’s Health, called for sub- 
sidies to private health prepayment 
plans to enable them to give more com- 
prehensive coverage to more_ people. 
University of Wisconsin Professor 
Harold M. Groves called for a com- 
pulsory health insurance program 
financed through a specific addition to 
income taxes in the form of a universal 
surtax. 

Witness for AMA 

The American Medical Association 
witness, Frank Dickinson, did not men- 
tion compulsory health insurance. AMA, 
which led a giant campaign against that 
program, recently announced that the 
fight had been won. Ignoring it during 
AMA testimony was in line with that 
contention. 

AMA, itself, came in for bitter at- 
tacks on the part of many panel par- 
ticipants. Several also lashed out at com- 
mercial health insurance policies. AMA 
was scored for allegedly hampering de- 
velopment of  volunté iry prepayment 
health plans and for blocking group 
medical practice. Health insurance poli- 
cies were attacked for their exclusions. 

John H. Miller, vice president and 
actuary of Monarch Life, presenting the 
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case for the commercial insurance poli 
cies said, “in its rate of growth and de- 
velopment of new benefits health and 
accident insurance has, in recent years 
outpaced other major lines of insur 
ance.” 

Health and accident insurance bene 
fits in 1951 reached $580 million wit! 
$9 million paid for medical care under 
personal accident policies providing 
blanket accident expense payments and 
under polio policies. Another $13 million 
was accounted for by auto liability poli- 
cies and workmen’s compensation added 
$166 million. 

Pay Huge Indirect Sums 

To this $786 million total, Miller said, 
there were also huge indirect sums paid 
out by insurance companies. Payments 
for loss of income due to disability and 
for accidental death or loss of limbs or 
sight under various types of 
totaled about $850 million. Liability pay- 
ments under automobile bodily injury 
policies amounted to approximately an- 
other $585 million, with still another 
substantial though undetermined amount 
paid for by bodily injuries under other 
types of liability policies. 

Life insurance plays a part, “in fact 
in well-rounded insurance programs a 
certain amount of life insurance is often 
definitely earmarked” for expenses of 
last illnesses. And death benefits in 1951 
for all purposes totaled $1,709 million, 
Mr. Miller said. 

Mr. Miller emphasized the fact that 
private voluntary insurance does not in 
terfere in doctor-patient relationships 
“It is desirable that the elasticity and 
independence of voluntary plans and the 
variety of benefits offered be preserved 
so that the public may continue to 
choose the 2 of scope of insurance 
it desires and so that insurance may be 
adapted — to future changes in medic 
practice.’ : 


policies 


Schmidt Hits Hard 
[he spokesman tor the United States 
Chamber of Commerce, economist Emer 
son P, Schmidt, hit much harder at that 
same point of permitting people to make 
their own choice as to how they spend 
their money. 

Mr. Schmidt pointed out that in the 
United States free-enterprise economy 
the people get what they are willing to 
spend their money for. If people were 
to get adequate medical care 
as they have been to get automobiles, 
our free economy would have provided 
the necessary facilities People are will 
ing to go deeply into debt for television 
sets, cars and other such luxuries, but 
“think it unconscionable and unreason 
able to have to borrow for an operation 
or other adequate medical treatment.’ 

Barring the indigent, Schmidt main 
problem is one of getting 


as eager 


tained that the 
people to recognize the importance of 
health. It is not an answer in 2 free 
economy to force people to spend 
than they wish to spend for medical 
anything maintained 
Mr. Schmidt was one of the few wit- 
nesses defending exclusions in insurance 
policies. He cited the lesson of fire in 
surance in pointing out the dangers of 
putting coverages so high as to en 
courage a moral risk 

Following the final panel, the Presi- 
dent’s Commission set October 17-19 for 
its executive session to begin work on 
its report. There will be a series of such 
ee meetings. The report is due to 

» handed to the President on or before 
oe 29. It is expected to sum 
marize the entire health situation na 
tionally, and to make recommendations 
for improvements 


more 


care or else, he 
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Hays Addresses Florida 
Safety Council Meeting 


CALLS AUTOS DEATH MONSTERS 


Says Failure to Sales Awitient Problem 
May Bring About Nationalization; 
Lauds Governor Fuller Warren 


Hays, president of the 
& Casualty Co., Orlando, 
Florida Citi 


Walter L. 

Fire 
director of the 
Council, 
luncheon of the council 
Fla., October 10, 
fourth an- 
Con 


American 
Fla., 


zens § 


and a 
fety was principal 
speaker at the 
held at Daytona Beach, 
feature of the 
Highway Satety 


Was a 
Governor's 


which 
nual 
ference. 
Declaring that highway accidents pre 
sent the most serious problem of all 
time, Mr. Hays said: “One out of every 
two persons living today will be injured 
in traffic accidents before they die, 
unless an effective way is found to curb 
automobile accidents. It is estimated that 
40,000 people will be killed this year by 
calaaeaaine and one and a half million 
will be seriously injured.” 
Mr. Hays further stated 
the United States, we have bloody 
deaths caused by the automobile than 
have been caused by our enemies in all 
the wars in which we have been in 
volved.” He 1 that these people have 
sacrificed upon the altar of care 


that “within 


more 


Ss aid 
been 
lessness 

Calls Autos Monsters of Death 


automobile, Mr. Hays 

These monsters of death are in 

garage of practically every home 

the power of 100 rearing 
minus the sense 
re operated by great- 
randmothers, and 
but those operating 
machines as killers are not 
one particular group. 

“Compulsory insurance will not solve 
the oe 2 lem—insurance won't bring back 
the se lost. Compulsory insurance wi 
bring to the automobile owners 
hardships—higher insurance rates, 
more cases in our courts.” 

Mr. Hays continued: “To solve 
problem, we must find ways and means 
to reduce the oe of accidents. To 
pay for the dama is not enough, 
must see that the accidents do not 
cur. We must ma driving a privileg 

the kind of a vee privilege of which 
we are ever mindful. 

‘There is just one way to do it—that 
is a rigid driver's license law, ably ad 
ministered. The pla to solve the acci 
dent problem 74 at ie Driver's License 
Bureau 


Frontier of Free Enterprise 


Speaking of the 
said : 


horse 
grandiathers 
also. by 


teeds 


great-g 
school children 
these con 


fined to any 


action now to solve 
may find opera 
nationalized. If 
chunk of our 
window 


“If we don’t take 
our traffic problem, we 
tion of the automobile 
this should happen, a big 
would g out the 


freedom 
7 > last frontiers ot 


S ety is one 
enterprise.” 
Mr. Hays 
cause accidents 
caused by the 
failure, not the 


free 


“People 


cent are 


further stated 
Ninety per 
driver. It is the human 
mechanical failure. This 
social problem. We must depend 
on forming public opinion. We must 
enlist the support of our political and 
civic leaders. It must be made unpopu 
lar to be involved in an accident, the 
as being involved in a drunken 


congratulated the Board of 
constructive 
coun- 
com 
safety 


Hays 
Instruction on its 
said most of the 
Florida are 
very progressive 

schools 


Public 
safety work. He 
ties and cities in 
mended on their 
program in the 
Mr. Hays continued: “Give the younger 
group a part in the program, and they 
will carry the ball. I have no fear im 
these young folks if the responsibilit 
is placed on their shoulders and sy 
have an opportunity to do their part. 


to be 


Praise for Governor Warren 
Fuller Warren 


safety minded 


has been 
Governor. 


“Governor 
Florida’s most 


Alan Anderson 


WALTER L. HAYS 


He has done more for safety than all the 
governors in the history of Florida. 

“T would like to see our state safety 
organization developed to an even higher 
would like to see it made a 
separate organization from any present 
division of the State Government—as 
non-political as possible, and given added 
a by having every state civic or- 

ganization represented on its board. 

“IT would like to see the press repre- 
sented two-fold, as the press has done 
much and is ready and willing to do 
more. Our success or failure lies in the 
consideration of and effective use we 
make of the Florida press. Further, 1 
would like to see this organization en- 
courage or sponsor the organization of 
safety i in every community in 
the state of Florida.” 


degree. | 


MORE AUTO RATE _ REVISIONS 


Increases Ranging From $2.50 to $6.50 
for Private Cars Effected in Cheyenne 
and Casper Areas of Wyoming 

New automobile liability insurance 
rates for private passenger cars in the 
Cheyenne and Casper areas of Wyoming 
are announced by the National Bureau 
of Casualty Underwriters on behalf of 
its members and subs cribers. 

The rate changes, applying 
limits coverage, vary by territory, de- 
pending upon the loss record of each 
territory. In Territory 1, comprising 
Cheyenne and Casper and their vicini- 
ties, the revisions result in rate incre ases 
for passenger cars ranging from a mini- 
mum of $2.50 to a maximum of $6.50 for 
bodily injury and property damage com- 
bined. In Territory 2, which comprises 
the remainder of the state, rates for pri- 
vate passenger cars remain unchanged. 
commercial cars are not af- 
the revisions. 


to basic 


Rates for 
fected by 


New Reinsurance Post for 


David L. Tressler, Chicago 
David L. Tressler formerly reinsur- 
ance counsel of the Security Mutual 
Casualty of Chicago, has been appointed 
claims manager of the American Mutual 
Reinsurance Co. 

In announcing the appointment, O. E. 
Ringquist, president of the company, 
said: “The growth of AMRECO’s rein- 
surance facilities, particularly in the 
casualty field, requires the services of a 
skilled claims attorney and we are for- 
tunate to secure Mr. Tressler as our 
claims manager.” 

Mr. Tressler attended the 
of Chicago, the University of 
Law School and graduated from 
Marshall Law School in 1936. He 
admitted to the Illinois Bar that 
\fter private practice of law in Chi- 
joined the home office legal 
Security Mutual Casualty 
1948 he has specialized 


University 
Chicago 
John 

was 
year. 


cago he 
staff of the 
in 1942, Since 


Cheek to Hold Hearing 
On Compensation Rates 


BUREAU ASKS § 5.8% INCREASE 


Substantial Underwriting Losses Sus- 
tained in North Carolina; Would Ap- 
portion Rate Level Change Equitably 


of Insurance Waldo 
Cheek of North Carolina announces that 
a public hearing will be. held in_ the 
Commissioner’s office in Raleigh Octo- 
ber 29, to consider a filing made by the 
Compensation Rating & Inspection 3u- 
reau of North Carolina, petitioning for 
an increase in the workmen’s compensa- 
tion insurance rate level of 5.8%, to be- 
come effective November 1. 

The proposed increase in rate level 
based upon the underwriting experience 
of all carriers on policies which were 
issued to be effective between August 
1, 1948 and July 31, 1950, with consid- 
eration also given ‘to the calendar year 
underwriting experience, ending June 
30, 1952. 

Appreciable Difference in Loss Ratios 

The most recent workmen’s compensa- 
tion experience on a nationwide basis 
has shown an appreciable difference in 
loss ratios as between the broad indus- 
try groups of manufacturing, contracting 
and all other classifications. In order to 
recognize this difference and apportion 
the rate level change equitably in ac- 
cordance with the experience by groups, 
the standard ratemaking procedure new- 
ly provides for the establishment of 
industry group rate levels, rather than 
one over-all average rate level. While 
the average over-all rate increase pro- 
posed for North Carolina is 5.8%, the 
increases by industry groups are as fol- 
lows: Manufacturing 2.6%; contracting 
4%; all others 12.1% 

It is also proposed that the present 
58% be reduced 
difference being 
allowances. This 
with the 1951 


Commissioner 


permissible loss ratio of 
to 57% with the 1% 
added to the expense 
proposal was also made 
rate revision but was not allowed at 
that time due to other factors involved 
in the rate computation. 

Depend Upon Actual Experience 

As is usual in all such rate revisions, 
some classifications indicate an increase 
in excess of the average, some less and 
some remain the same as at present, 
depending upon the actual experience 
produced by such classifications. 

The total amount of workmen’s com- 
pensation insurance premiums earned in 
North Carolina during calendar year 
1951 was slightly in excess of $11,000,- 
000. It is, therefore, estimated that the 
proposed increase in rate level, if ap- 
proved, will amount to approximately 
$622,400 in additional premiums. Work- 
men’s compensation insurance: is pres- 
ently producing substantial underwrit- 
ing losses in North Carolina as well as 
in most other states. On the basis of 
the latest available data, calendar year 
1951, the experience loss ratio in North 
Carolina was 65.3% as one with a 
permissible ratio of 58% 


Auto Assigned Risk Plans 
Analysis Published by Assn. 


A revised single-page chart analysis of 
automobile assigned risk plans now in 
effect in all of the United States and 
Hawaii, has been published for distribu 
tion by the Association of Casualty & 
Surety Companies. 

The revised analysis contains ten head 
ings including new information as to the 
risks; whether an investiga- 
deposit premium is required; 
policy must be issued; sur- 
charges; period of assignment, and un- 
usual features. A list of the managers of 
the plans for the various states has been 
added. Copies of the chart are available 
at 15 cents per copy. 


loss 


classes ot 
tion fee or 
when the 


in the handling of reinsurance claims. 

{r. Tressler is a member of the 
American Bar Association and is Illinois 
State membership chairman of the ABA’s 
insurance section. He is married and has 
two sons and two daughters. 


Continental Casualty 
Makes 12 Promotions 


ALL ARE IN CASUALTY LINEs 


Mulder in Charge of Retrospective 


Risks; Ismond Asst. Secretary; Boy. 
den to Home Office; Other Changes 


F. M. vice president, 


nental Casualty Co., promo- 
tions of 12 company men to positions of 


Roesing, Conti- 


announces 


greater responsibility in the miscellane- 
casualty departments. The promo- 
tions are effective immediately. They 
involve men employed in these company 


ous 


divisions for periods ranging from three 

35 years. 

W. J. Mulder is now in 
production of retrospective 
started with Continental 11 years ago 
and has been manager of casualty spe- 
cial risks for the past eight years, 

Richard Ismond has been elected assis- 
tant secretary of the company. Mr. Is- 
mond, with Continental — since 194], 
founded and_ still heads up the com- 
pany’s casualty legal department, which 
has developed in a decade from a one- 
man unit to an important adjunct to all 
miscellaneous casualty operations. 


Boyden to Home Office 


Assistant Secretary E. L. Boyden has 
been transferred from the New York 
office to ¢ ontinental’ s Chicago home of- 
fice, where he is now in charge of un- 
derwriting research. Mr. Boyden has 
been a member of the Continental staff 
for 35 years, beginning his company 
career in the home office in 1917. For 
the past three decades he has been in 
charge of liability underwriting in the 
Eastern Department. 

Howard Grauf has been promoted to 
manager of the New York liability un- 
derwriting department, taking over Mr. 
Boyden’s former responsibilities. Mr. 
Grauf joined Continental in 1939 in New 
York and has been a member of the 
liability underwriting department there 
almost continuously since, except for 
military service. 

In further promotions W. E. Seiler, 
26-year veteran of the burglary division, 
becomes manager of the burglary-plate 
glass department; FE. M. Coyle, whe 
joined Continental in 1942 and who has 
been assistant manager of compensation 
and liability underwriting since 194, 
becomes manager of the workmen’s com- 
pensation department, and James M. 
Peterson has been named manager of 
the inland marine department he joined 
underwriter three years ago. 


charge of 
risks. He 


as an 
Manage Separate Departments 

Three casualty special risks staff mem- 
bers have also been named to manage 
separate departments, Herman Rubin 
becoming manager of retrospective ac- 
counting; Willis R. Barnes manager otf 
retrospective rating, and W. R. Arvid- 
manager of the liability reinsurance 
department. Mr. Rubin joined Continen- 
tal 30 years ago, has gained experience 
in almost every major miscellaneous cas- 
ualty division; Mr. Barnes began his 
Continental career in Texas 16 years ago, 
has been on the home office staff since 
1947, and Mr. Arvidson joined Continen- 
tal in the home office in 1949 as a 
reinsurance clerk. 

In addition to these changes, the com- 
pany has established a new department 
to write and service auto and general 
liability business. Robert B. Johnson, 
who started at Continental 15 years ago 
as a mailboy and who has risen steadily 
through almost every miscellaneous cas- 
ualty division since 1938, is manager Ol 
the new department. Norm Wiche, un- 
derwriter in the automobile department 
since 1948, has been promoted to assis- 
tant manager of auto underwriting and 
will also assist Bob Johnson in the new 
auto and general liability department. 

Earl Payne remains assistant secre- 
tary in charge of miscellaneous liability 
and compensation business. Goody Clark 
remains manager of the automobile 
department. 


son, 
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Wade Fetzer, Sr. Philosophy Cheers 
Agents, Company Menat White Sulphur 


Final Convention Session Marked by Realistic Talks on Auto- 
mobile Insurance Problems, Casualty Market Capacity, 
Multiple Line Underwriting; C. F. J. Harrington Presides 


Most productive session at last week’s 
White Sulphur Springs joint convention 
of company people and agents was on 
the final day when top ranking com- 
pany executives compared 
leaders of the National 
Casualty & Surety Agents on the major 
the casualty business and 
how best bring about their solution. 
C.F. J. Harrington, executive vice presi- 
dent of the agents’ organization, was the 
and kept things hum- 


notes with 


Association of 


problems in 


presiding officer 


ming. 
The talk by Wade Fetzer, Sr., board 
chairman of W. A. Alexander & Co., 


Chicago, was the most significant at this 
meeting inasmuch as he spoke from the 
yast store of knowledge and experience 
he has accumulated in 55 years in the 
casualty business. Having lived through 
many cycles, both good and bad, during 
these vears, Mr. Fetzer made the philo- 


sophical comment: “There has never 


been a time when some part of our 


country has not been in trouble, and 
looked dark. 
the condition itself. 
ness did not go to the dogs.” 

He remarked that W. Alexander’s 
premium volume of $300,000 in its first 
year has been multiplied many times 
that amount in the ensuing years despite 
the troublesome periods through which 
the casualty business has passed. 

Mr. Fetzer said he was not minimiz- 
ing “present troubles” but felt that the 
industry should realize that one of the 
most serious of them is really not the 
fault of insurance people. He referred 
to the automobile situation with its high 
verdicts and court attitudes, plus the 
slowness in bringing about a remedy, 
which has created a very difficult prob- 
lem. 

He also observed that the casualty 
business is still young and not vet well 


3ut gradually 
The 


things have 


righted busi- 


seasoned. He was sure that 50 years 
from now “your industry will be as 
stable as that of the fire and life insur- 


ance people.” In this connection he made 
the prophetic remark that “as a result of 
the present multiple line trends all casu- 
alty organizations of the future will be 
a part of a fire or life insurance group.” 


Would Live Life Over Again in 
Casualty Field 


Mr. Fetzer made a deep impression 
when he said that if the clock were 
turned back and he could live his life 
over again, he would go into the casu- 
altv field as he did 55 years ago. “Tt is 
a fascinating business.” He emphasized 
that any organization which recognizes 
today’s liabilities can captialize upon 
them by turning them into assets.’ 

The speaker then urged that a sensible 
svstem of marketing be found. He 
thought it asinine that “we make money 
on high hazard business and lose money 
on the $10 premium lines.” It was there- 
lore his hone that the next few vears 
will bring forth a modernization of cost 
accounting and of merchandising meth- 
ods, the same as is now being done in 
other lines of business. 

In closing Mr. Fetzer declared: “Tt is 
4 thrill to look back and review the won- 
derful growth in the casualty field in my 
own lifetime. T’m encouraging my asso- 
tiates to dev elop along progressive lines 
in the future, profiting by the experi- 
ences and headaches of the past. Our 
only problem is whether we have the 


markets for our merchandise. The needs 
for insurance are greater today than five 
years ago, and as long as there are such 
growing needs it is only a matter of 
intelligence to satisfy them. Further 
more, it is the great privilege for our 
industry to serve the public in indem- 
nifying for losses.” 


Auto Accident Problem No. 1 in Picture 


The most interest at this session was 


focused on the automobile accident 
problem and what can be done of a 
remedial nature to correct it. J. Dewey 


Dorsett, general manager, Association of 
Casualty & Surety Companies, and 
secretary-treasurer, National Association 
of Casualty & Surety Executives, joined 
with Manning W. Heard, vice president, 


oo Accident & Indemnity, who is 
& S. Association president, and Ellis 
ti. Carson, president, National Surety 


Corp., who is public relations advisory 
board chairman of that association, in a 
progress report to the assembled agents 
on the program of the stock casualty 
companies. 

It was agreed that no other problem 
in the casualty business has commanded 
as much attention as this one in the 
present inflationary period. The best 
minds have concluded that a program 
of widespread public education is neces- 
sary rather than spasmodic “spot” radio 
announcements, to awaken people to the 

reat need for careful driving and road 
courtesy. 

The feeling was unanimous that unless 
the rising automobile accident trend is 
checked and loss ratios are brought 
down, the industry will be faced with a 
greater hue and cry for compulsory auto- 
mobile insurance, the pressure for which 
is already noticeable in New York and 
New Jersey. The possibility of auto com- 
pensation plans and state funds are also 
in the picture. 

Thoroughly cognizant of these trends, 
Mr. Dorsett told the agents: “Our every 
effort these days is concentrated on find- 
ing the means in a constructive manner 
to supply security type financial respon- 
sibility legislation. We can no longer 
appear before legislators with a negative 
approach. We now have a positive ap 
proach in pointing to the superiority of 
the security type bill over compulsory 
automobile insurance. 


Carson Sees Powerful Factors at Work 


Mr. Carson gave considerable encour- 
agement to his audience when he said: 
“I’m not pessimistic over the outcome 
of this automobile accident situation.” 
He did not imply that red ink figures 
have now turned into black but indi- 
cated: “The human mind when in an 
inquiring, exploratory mood such as we 
are now, cannot help but take an optim- 
istic over-all view of the future. My 
reason for optimism is not based on 
bright clouds or silver linings, but I feel 
that after we have emerged from this 
cathartic period the business will be in 
a healthy state, fully prepared to move 
ahead constructively.” 

The speaker noted that powerful fac- 
tors are now at work, such as the New 
York committee to expedite the disposi- 
tion of personal injurv cases in the Su- 
preme Court, First Department. As a 
result of its activitv the log jam of old 
cases—some dating back four years—has 
been cut down by 41% since the first 
of 1952.” 

After indicating that in the 1945-51 pe- 
riod an underwriting loss in auto B.I. 
and P.D. of $176,000,000 was sustained 
and that this had entirely wiped out all 
the profit in the other casualty lines for 
the National Bureau companies, Mr. 





WADE FETZER, SR. 


Carson 


said: “This condition cannot be 
solved by i 


either rate increases or 
dent prevention efforts. It is a 
problem which involves accidents 
attitudes. The accidents cause the 
and the attitudes are the underlying 
things that bring about the accidents. 
\s to attitudes, it is our obligation to 
educate the people so that they will have 
the proper respect for traffic law en 
forcement, the right attitude if they are 
claimants and if they are in auto ace 
dent cases as attorneys.” 

\s to rate-making Mr. Carson pointed 
) progress in the direction that advan- 
tage is now being taken by the compa- 
nies of prospective experience in promul- 
gating new rates. 

This is in keeping with new powers 
given to them by statute. He felt that 
the companies should reconsider the use 
of nermissible loss ratios to which Mr. 
Carson is personally adverse. In this 
connection he pointed out that the auto- 
mobile physical damage rate setup has 
been changed to include as an expert- 
ence item not only incurred but 
xpenses incurred as well, excluding 
commissions. 


Heard Emphasizes the Three “E’s” 


Manning W. Heard’s contribution to 
the discussion was to add emphasis to 
views of Messrs. Carson and Dorsett 
that the automobile accident. situation 
cannot be solved at the national level but 
“must be accomplished at the local level.” 
He declared: “We must place the em- 
phasis on the three ‘E’s,’ education, en- 
forcement and engineering. The enforce 
ment problem cannot be solved until the 
people are willing to support such meas- 


acci- 
dual 
and 


losses 


t 


losses 
e 


ures in their local communities. They 
must forget about case fixing, nonchal- 
ance in their driving habits, such as, 
lack of respect for road courtesy and 
traffic rules. It must be understood by 
the rank and file of drivers as well as 


local traffic courts that political pressure 
must not be a factor in the traffic en- 
forcement picture.” 

Uppermost on the agenda was another 
automobile subject —demerit vs. merit 
rating plans—and the question was put 
to the company people: “Do you have 
any hope for beneficiaLeffect in the op- 


sy 


eration of this plan in New York state: 


It was explained by Tohn S. Love, vice 
president-secretary, Home Indemnity, 
that the casualty companies in New 
York had been committed to the so- 
called demerit rating plan by the New 
York Insurance Department. It will be 


put into effect on November 1. He in 
dicated: “It is verv difficult to put into 
operation as we will have to depend upon 
statements made by brokers and in 
sureds in part and also upon the com 
pany records in part. The broker must 
indicate that the insured has had no 
accidents in the previous 18 months.” 
Mr. Love assured the assembled agents 
that “the companies in New York will 
make a sincere effort to make the plan 
(Continued on Page 38) 


Golf and Bridge Prize 
Awards at White Sulphur 


EARLS’ GETS ~ LOWEST GROSS 


25 Men and Five Ween Are Tourna- 
ment Winners; Table Prizes for 20 
in Bridge Tourney 


Keen marked the annual 
golf tournament held last week at White 
Sulphur Springs, W. Va., as 
joint casualty-surety convention. Well 
over 100 both 


and the ] 


competition 
part of the 


participated, men and 


women, winners in the 36-hol« 


play for men under the Calloway auto- 


matic handicap system were as follows 
Lowest gross score—Thomas W. Earl 
Cincinnati, vice president of Nat ional 
Association of C. & S. Agents, who w: 
awarded the Charles R. Miller champion- 


ship cup. As_ previously stated, this 
makes the eighth time that Mr. Earls 
has won the cup and the handsome 


prize which accompanied it. 

Robert N. Bowen of Bowen, Mahaffey 
Co., Indianapolis, won the first low net 
about 


prize and his gross score was only 
_— strokes higher than Mr. Earls’ total 
f 147. Other prize winners in the order 
ni et were as follows: 
Joseph E. Barker of Foster, Barker 
Co., Omaha; W. Reid Halla of Kelly, 
Halla, Pez acock, Inc., Detroit; E. T. Gam- 


mons of John A. Gammons, Inc., Provi- 
dence, R.1.; E.R. Ledbetter, Ledbetter 
Insurance Agency, Oklahoma City; Don 
Putnam who heads Putnam Agency, Inc., 





\shland, Ky.; Carl P. Daniel of Daniel & 
Henry Co., St. Louis; Serviss — rf 
Hale & Co., Boston; James Finley of 
Lowery D. Finley Co., Norfolk; i r 
Hacker, Standard Accident; Joseph F 
Frelinghuysen, of 1S. Frelinghuysen 
Corp., New York; Marshall Frost of 
American International Underwriters, 
Inc., New York; J. P. Laymon, Stand- 
ard Accident; A. E. Allsopp, Newark 
agent; Harold Fearon, Georgia Insur- 
ance Agency, Atlanta; H. F 5 4 
Warner, Kansas City agent; 

Conklin, Northern Insurance Boa 
York ; Harry Mack of Neare Gibbs & 


William L eslie, National 
Inderwriters; Benj 
Underwriters, 


Co., Cincinnati; 
Bureau of Casualty 1 
H. Paddock of General 
Inc., Detroit. 


Men’s guest prizes were won by A 
P. Duffy and N. H. Wightman of New 
York. In the putting contest Edward 


B. Gill, Glens Falls Indemnity, received 
first prize and A. W. Hardwick the 
runner-up prize. 


Winners in Women’s Tournament 


Winners in the women’s golf tourna- 
ment in the order named were as fol- 
lows: 

Mrs. Alfred C. Boyd of Newark, Mrs 
Joseph F. Frelinghuysen, Ir., Fleming- 
ton, N. J.; Mrs. C. E. Shelds of Balti- 
more, Mrs. J. B. John of Cleveland and 
Mrs. John C. Conklin, Hackensack 


20 Win Table Prizes at Bridge 


In the women’s bridge tournament, co 
chairmen of which were Mrs. Sherman 
G. Drake (National Surety Corp.) and 
Mrs. Carl P. Daniel, St. Louis, the fol- 
lowing ladies won individual table prizes 

Mrs. John Manley, Philadelphia; Mrs 
L. W. Daniel, Baton Rouge, La., Mrs 
E. B. Stoutt, Jr., West Hartford; Mrs 
Laurence S. Jones, Scarsdale, N. Y.; 
Mrs. J. C. Morrow, Jr., Hendersonville, 
N. C.; Mrs. H. F. Witzel, Short Hills, 
N. J.: Mrs. Harold G. Evans, Reading, 
Pa.; Mrs. Harry Cragg, Wheeling, W. 
Va.; Mrs. E. J. Seymour, Monroe, La 
Mrs. E. M. Allen, Keswick, Va hive 
Howard P. Dunham, New York 

Also, Mrs Henry A. Brown, Green- 
ville, S. C.; Mrs. William F. Turner, 
Princeton, N. J.; Mrs. Joseph A. Na- 





varre, Jackson, Mich.; Mrs. Frank W 
30ovle, Boston; Mrs. Robert L. Brad 
dock, Old Greenwich, Conn.; Mrs. ( 


Stanley Stults, Hightstown, N. J 


Miss Seraphia Lannon, Chicago, was 
the canasta table winner while Mrs 
George Talkes, Cleveland, and Mrs 
Homer E. Black, Canton, O., won at 
samba. 
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White Sulphur Springs Convention Echoes 


By Epwarp M. ALLEN 
Charlottesville, Va. 


Edward M. Allen, retired executive vice president of National Surety Corp., G. Evans, American Casualty of Read- 
ing; Wallace Falvey, Massachusetts 
ie Se aA ieee ane ae : pane Nae : Bonding; George D. Mead, Glens Falls 
invitation for the fourth consecutive year to contribute columnistic impressions on . > : : 
sos ; 5 ap " Indemnity; H. P. Jackson, Bankers In- 
the personalities attending last week’s annual joint casualty-surety convention at demnity; B. H. Mercer, Fidelity & De- 
White Sulphur Springs. Mr. Allen, looking and feeling in fine fettle, attended the posit; Ray E. McGinnis, Central Surety; 
Edward L. Mulvehill, American Re- 
. : S Insurance; Frank P. Proper, Employer: 
company ranks. He was accompanied by the gracious Mrs. Allen, the former saree eee: ee roper, =mpiloyers 
; , ok ; f : Reinsurance Corp.; William T. Harper, 
Gwendolyn Bradley, who also had a wide acquaintance in the business. Mr. and Maryland Casualty: Laurence S. Jones 
Mrs. Allen now reside in Keswick, Va. His White Sulphur article follows: Ocean Accident; Joe Kirby, Western 
Surety Co.; Ralph H. Platts, Standard 
Accident, who played host at the con- 
vention’s largest party; W. A. Rattel- 
man, National Union, and Bruno C. Vitt, 
American of Newark. Also on hand was 
the retired Henry Collins, Ocean Acci- 


who now conducts a general insurance business in Charlottesville, Va., accepted our 


meeting, made new friends and renewed old friendships in both the agency and 





\ttendance topped the 400 mark at the | hope it remains a permanent feature 
joint convention October 5-8 of the Na- of these annual gatherings. Editors of 
tional Association of Casualty & Surety — this lively, fun- poking sheet preferred to 
Executives and the National Association remain incognito until President Jackson 
of Casualty & Surety Agents, the largest revealed their identities at the banquet— : eer ; Fhe 
gathering to date of these organizations Messrs. Force, National Underwriter dent, who with Mrs. Collins is enjoying 
at the Den een Greenbrier Hotel Miller of New York Journal of Com- life at Easton, Md. 

This fine attendance was a tribute to merce, and Clapp of The Eastern Under- * * * 
ar - e . » ar . 
ee program planners—H. F. Jackson, writer. Speaking of company presidents did 
Bankers Indemnity, and Lyle S. McKown Your reporter was told that Harold : Ste igen ANS Si ee 
of Wirt Wilson Co. Minneapolis, who K. Philips, public relations director of the YOU heat about the exciting final match 
head their respective groups and whose Association of Casualty & Surety Com- 1 the Rorerene pitching tournament EDWARD M. ALLEN 
addresses at the opening session were panies, also contributed to the success that starred Bill Harper, Maryland Casu- ; See rey eee 
outstanding of this venture. How many of you know alty, and Harold Evans, American Casu- 
rece ; eee - alty? Both had enthusiastic rooters but 
* 4 posit hilips 2 e a ha — mice the Harper supporters headed by J. Ed- 

The weather was weal for out-of-door escnsedaer pg wecetirey an Pua, ward Cochran of iz igerstown, added the 
activities—golf, tennis, horseshoe pitch- +) White Sulphur—her first experience realistic touch of calling into service the 
ing—and camera enthusiasts also took ang shensenlie ations White Sulphur Springs fire and police 
full advantage of the bright sunshine Tica tole tae departments. W. H. Klinesmith of New 

Your reporter with the aid of The Orleans commandeered a police jeep and 
Eastern Underwriter’s representative at T. Dewey Dorsett, secretary-tre: asurer appeared on the scene as the match was winners were Mrs. C. E. Shelds. wife oi 
this ine igre will endeavor to hit the of the company group, was much in evi- getting under way. He had a “warrant” = Ealiae ance | S Toki, ie 
pers nality highspots. However, because stig serving in several capacities. To for Harper’s arrest and demanded that Br G Cieseinad deat and Mrs. John C 

f the large attendance, be as charitable us credit he rose to the occasion on the match be called off. He was accom- Contin Haeiehisacl: amos uhuciae 
as you can in your criticism if names Short notice at the final day S.session Of panied by the lovely Mrs. R. A. Bolton one a ‘tie binwine tn Pie en Teper 
and events are overlooked. agents and | company executives when of Alexandria, La., Graham Watts of haiaétisinin Pe i hitinks Tita 

meas: Frank Harrington, the presiding officer, Royal-Liverpool Insurance Group, and  **S5°°% ee : 
asked for expressions of opinion on the Mr. Bolton. All wore fire department . . : . 

Six Insurance Commissioners honored serious automobile accident problem. helmets. One golter, Charlie Haugh, accra? 
the gathering by their presence Wade * Mrs. Dorsett who, like her husband, The excitement lasted but a few min- of the lravelers, would like to Phase 
O. Martin, Ir, of Louisiana, who is hails from North Carolina, brought utes, the crowd loved it and so did 2? complaint. | He had to play his nal 
NAIC president; Alfred J. Bohlinger of | along her sister. Mrs. T. C. Morrow. Ir... Messrs. Harper and Evans and_ their holes in semi-darkness on the first day 
New York whose bride, the former Mrs. of Hendersonville, N. C., who is the wife partners—Messrs. K. O. Saunders (Fred of the tournament. Flashlights should be 
Theodore M. Riehle, captivated the con of a local agent of 35 years’ standing in ay James & Co., Chicago) and W. L. supplied by the golt POM ice next eee 
vention by her charm; Hugh N. Mills, that town. Clapp The Eastern Underwriter. Keep Legals PAD Se Fred V. Griffith, 

PP, 2 ‘ Ye es 
bp Virg “inia’s new supe rvisor; Artemas Pe, ae P.S.—The Evans-Saunders team won in fe ae 4 me pea 

Leslie of Pennsylvania who with Mrs. The William Leslies (National Bureau ar tare ne 21-19 ee City, who brought Mrs. Griffith - the 
ease was there for the first time; of Casualtv Underwriters) were ponular sale ie ¥ convention, He's on his way up and 
Joseph \. Wasaeee of Michigan, another members of the convention party. “Bill gad fis future stalwart in the agency ranks 
newcomer whose wife took home a surprised himself by winning a_ golf Did you know that Bill Klinesmith has Another promising producer, in your re- 
bridge tournament prize, and Spalding prize. He took pride in introducing his been playing tennis for the past 35 years porter’s opinion, is E. Pr. DeJarnette = 
Southall of Kentucky, who also enjoyed — son, Bill, Jr.. assistant manager of Na- and for at least 20 vears was a tourna- DeJarnette & Paul, Richmond, Va., who 
his first White Sulphur casualty-surety tional Council on Compensation Insur- ment player? The White Sulphur “pro” also had his re with him. 
meeting. ance, and his wife, to those who had with whom he played last weék will at- bx: : : . 

We all missed Colonel Ellery Allyn of missed the nleasure a vear ago of meet- test that he is still fast on his feet—and It was .<aenuragne +0 old- yee’ a 
Connecticut. ing them. Young Bill is following in his at his age! the NACSA’s ranks to observe agg 

a Dad's footsteps as an actuary, and doing x *« * interest taken by newer members 0 - 

President Jackson of the company 2 fine iob. gk Earls, the mighty golf fr oo pio a oe 
ica Ge : ae! = ’ : om Earls, the mighty goller Irom for the first time. Among them were 

group added to his list of accomplish Evervone was sO. glad to learn from Cincinnati, vice president of the agents’ James Bartlett and W. K. Crosby, Balti- 
ments by his poise and wit in the M.C Mrs. William Leslie. Sr.. that she is group, captured the C. R. Miller Cham- ec an ‘ a Eelinohuvsen Ir New 
role at the annual banquet. In fact, his | much imnroved in health after a hospital pionsiin cup for the aiguth Hine. deapite =i ose ix. aa Sincere 
delivery was so smooth that some of siege last summer. She is as sweet and come keen competition from Bob Bowen, _ J, Raed Hill, St. Louis; Feed L. Mahaf- 
the banqueteers mistook him at first for @S gracious as ever. Indianapolis, who also shot fine golf. fey, Indianapolis; Benjamin H. Paddock, 

a professional 1 M.C. He was accompanied > * *& Mrs. Earls, proud of her Tom's golfing Detroit: Mark W. Pleasant, Covington, 
to White Sulphur by the gracious Mrs Frank Harrington of Boston. ex-Com- prowess, was presented with a dinner Ky,: Frank T. rt Wichita; W. J. 
Tackson. Both traveled abroad last sum missioner of Massachusetts. who is now _ set of sterling silver goblets which also Reutter, Detroit; W. F. Turner, Jersey 
mer ea a executive vice president of the agents’ went to the Miller cup winner for the City whose wife Bae a is prize, and 

r group, received a well earned vote of best low gross score in the convention Henry T. Vogt, St. Louis. 

The banquet entertainment left noth thanks and confidence from his associa- tournament. * 
ing to be desired in the person of Mrs. _ tion for the job he has done in the nast I applaud Tom Earls for his eight Four st eS sie the National Asso- 
Betty Kelly Murphy, daughter-in-law of | vear. His annual report revealed that he years of supremacy but it wouldn’t sur- ciation of Insurance Agents, relaxed 
Rav Murphy, the genial general counsel overlooked no opportunities to strength- prise me if, sportsmanlike, he bows out after their own busy annual meeting the 
of Association of Casualty & Surety Com- en amicable relations between the vari- of the competition next year—unde- other week in Cleveland, enjoyed ob- 
panies. A gifted soprano, she gave gen- ous producer groups. More power to  feated. server roles at the NACSA sessions. 
Pee ae ey were Walter M. Sheldon, Chicago, 
popular songs. I wonder how many who Pia he T won't attempt to list all the prize NAIA, president; FE. J. Seymour, Mon- 
were enthralled by her singing realized An imposing number of company presi- winners in the men’s golf tournament roe, La., vice president; J. F. Van Vech- 
that Mrs. Murphy is the mother of four dents and United States managers graced but here are a few whose low net scores ten, Akron, O., immediate past president, 
children and brought her voungest—six the convention and manv of them were good: Joseph Barker, Jr.. f and Louis E. "Woodbury, Tr., Wilming- 
weeks old—to the convention? Mrs. Rav hrought sed wives. The list included Omaha, Reid Halla of Detroit, F. T. ton, N. C., NATA, executive committee: 
Murphv would have attended but she Fllis H. Carson, National Surety Corp.; Gammons of Providence. R. 1.; E. man, a new member of NACSA. They 
vas baby-sitting at home with her three Tames rt Cathcart, Tr.. and E. G. Lowry. Ledbetter of Oklahoma City, Don Pik all were accompanied by their wives 
grandchildren Tr, General Reinsurance Corp.; Harold nam of Ashland, Ky., James A. Cath- It was also good to greet Frank R 

ce ee C. Conick, Roval-Livernool Insurance cart. General Reinsurance president, New Bell, Charleston, W. Va., and Mrs. 3ell, 

The big surprise at this gathering was Group who had attended the W.1.A. York: Carl P. Daniel of St. Louis. Ser- old friends of long standing. Frank 
the debut of the “White Sulphur Springs eter the previous week at White Sul-  viss Wav of Boston, and James Finley served as NATA president in 1923. Cliff 
Under-rater,” a four-page tabloid con phur: FE. Brandli. North American Casu- of Norfolk . . . nearly all of them CC. Jones, Kansas City, another NAIA 
taining “all the untruths fit to print,” and alty & Nae Reinsurance Corp.; Harold agents. (Continued on Page 38) 


The ladies also enjoyed some fine com- 
petitive golf with only two strokes dif- 
ference between the first and_ second 
prize winners: Mrs. Alfred C. Boyd, 
wife of a Newark agent, and Mrs. Joseph 
F. Frelinghuysen, Jr., wife of a New 
York broker. Both were at this conven- 
tion for the first time. Other prize 


erously of her repertoire of classical and you, Frank. 
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Group coverages. 
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sriffith, SERVICE BASED ON EXPERIENCE Mutual of Omaha’s Group Division works with and 
Kansas Mutual of Omaha. . . the largest exclusive health and through brokers. Your wishes determine the extent of 
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mission is paid to the agent or broker 
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Seven Join H. & A. Conference; 
Membership Is Now 184 Companies 


Oklahoma and Texas. 
President of the 


John W. 


The American United Life Insurance 
Co., Indianapolis; Atlantic Life Insur- 
Brotherhood 
Cleveland; Home 
Oklahoma 


ance Co., Richmond, Va.; 


of Railroad Trainmen, 

Insurance Co., 
National Life Insurance 
S.D.; North American 
Life Assurance Co., Toronto, Canada; 
and Old Republic Credit Life Insuranc¢ 
Co., Chicago, joined th Health & Acci 
lent Underwriters pt scanned at the 
executive committee meeting in Chicago, 
October 6. 

C. A. Jackson is president of the 
American United Life and H. R. Wilson 
and John T. Rohm are vice presidents 
The company is not seo gad engaged 
in the accident and health business but 
as a life company is ioeaasa in 22 

President of the Atlantic Life is Rob 
ert V. Hatcher, M. M. Blair is assistant 
vice president and H. Sti inley Marma- 
duke is manager of acc ident and 
health department. The company is li- 
censed in nine states and the District 
of sdetails for life insurz > and is 
ping its policy forms 
insurance, 


State Life 
City; Midland 
Co., Watertown, 


states 


presently devel 
acc ident and 
Fraternal Benefit Society 

The Brotherhood of Railroad Train- 
men is a fraternal society, with an acci- 
dent and health department, and is li- 
censed in t ree states, the District of 
Columbia and Canada. W. P. Kennedy is 
president and D A. MacKenzie, general 
secretary and treasurer. 

Norman A. Morse is president of the 
Home Sta i Lite, LL. L He oom is exec 
utive vice presi ident and ce Moody is 
manager of it industriz il de vartment 

idustria laren dread 
cat is licensed in 


health 


The com writes 


Eighteen Win Cincinnati 
_ Sales Course Certificates 


teen manners of the Cincinna 

vy insurance sales course acted 
certificates of participation at the final 
session. The three-day DISC_ program 
was co-sponsored by Xavier University, 
Cincinnati Association of A. & H. Un 
derwriters and the International Asso- 
ciation of A. & H. Underwriters. 

Carl Lane, field supervisor, agency 
department, General American Life, St. 
Louis, gave the meyonte 
luncheon, September 24, 
Pauley, gi di irector, 
Acci ien i TT) raver Ce 


special 


Pigs at a 
which C. O 
Health & 


onfe rence, Was 


J. P. McDOWELL JOINS ICAD 

L. M. Seff, Insurance Companies 
Adjustment Division, Associated Trade 
Adjustors announces that John P. Mc- 
Dowell has joined its staff as manager, 
city department. Mr. McDowell was for 
some time with the Great Americ an 
Group. Previously he was associate 
with the Fidelity & Casualty Co. with 
earlier experience prior to and upon his 
return from military service witl 
Touche-Niven & Co. accounting firm 


JEFFERSON NATIONAL RIDERS 
The Jefferson National Life Insurance 
Company, Indianapolis, announces the 
addition of principal sum riders, as op- 
a coverage, to its Individual and 
mily Group Hospitalization policies. 
riders may be added to existing 
icies as well as to new contracts 
provi ide $1,000 in case of accidental 
loss of two limbs or the sight of 
or $500 for loss of one limb 

f one eye. 


Life is 
Hagan 


aroiuitien: The 
ogni the 
the first 
pany it 
western 


only at 


i life 


i in 


The 


censed - all states except Massachusetts will be 
and writes accident and health and life 
insurance 
exclusively. 
resident 
tary-tre< asurer. 

actuarial firm of _ urry 


credit 


The 


& Associates of 
the conference as an 


joined 


member. 


The 


of the year, 
operates in 13 midwestern and 
States. 
North American Life Officers 

Ne. 5; 
Anderson, 
director 
sel and secretary of the North American 
Life Assurance. 
to write 


and J. 


accident and health in Canada 
the present time, but is licensed 
company in the states of Mich- 
er: Washington. 


affiliation of 
rings the conference membership to 184 tal Casualty; 
insurance 
members. 


Midland National 
Ehrstrom and H. §S 
charge of 
company expects to 
and health field after 
but as a life com- 


hospital, 





vice president in 


accident Baltimore 








NOW AVAILABLE 


A HOSPITAL EXPENSE PLAN 
PAYING 


From $5 to $10 a day for 100 days accident or illness. 
Plus 10 times the daily rate for miscellaneous expense. 
Plus 3 times the daily rate for emergency expense for injury. 


TO WHICH MAY BE ADDED 


Surgical expense providing $125, $225 or $300 maximum. 
Medical expense providing $3 daily for doctor’s visits in 
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Cisuitr Company 























Robertson is president, W. M. 


vice president and managing 
S. Kilgour, general coun- 


A. & H. Women of N. Y. to 
Hold Military Bridge Oct. 28 


Accident & Health Women’s Club of 
New York, which resumed its fall sea- 
son September 30 with a business meet- 
ing and social, has scheduled a military 
bridge and dinner for October 28. It 
held in the lunch-room of the 
& G., 100 Maiden Lane, 


The company is starting 


Id Republic Credit Life is li- 
United States F. 
in connection with consumer New York. 
James H. Jarrell is Jo Pettit, president of the club, pre- 
McNeill is secre- sided at the September meeting at which 
the plans for the remaining months of 
Tressel 1952 were discussed. The committee in 
charge of arrangements was Phylis 
Matheson, chairman, who recently joined 
the Phoenix Indemnity in its metropoli- 
tan branch office; Elsie Hepp, Continen- 
Margaret Early and Au- 
both of Fireman’s Fund In- 


and C. M. 


i] Hrois also 
associate 


Chicag 


these companies 


drey Siller, 
demnity. 


companies and 10 associate 
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As a leader in the non-cancellable 
disability field, we invite comparisons of 
benefits .. . of premiums . .. of service. 
But we especially welcome your atten- 
tion to the manner in which we treat the 


policyholder. 


rue Hall Reassere Ly 


INSURANCE 
WORCESTER 2, 


COMPANY 


MASSACHUSETTS 


President 
Vice-Pres, and Mgr. of Agencies 


Frank L. Harrington 
Edward R. Hodgkins 


*& NON-CANCELLABLE ACCIDENT & SICKNESS © LIFE « GROUP * 
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Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 


Gordon Memorial Fund 
Will Award Cash Prize 


SCHERR IS COMMITTEE HEAD 
Contest Open to Students and Employes 
of A. & H. Companies; Essays May 
Include Any Research Area 
The Harold R. Gordon memorial fund 
committee will award a cash prize of 
$500 for the best written study on some 
important phase of accident and health 
insurance, according to an  announce- 
ment by J. W. Scherr, Jr., Inter-Ocean 
Insurance Co., chairman of the commit- 
tee. The award will be presented at the 
52nd annual meeting of the Health & 
\ccident Underwriters Conference in 
Chicago in 1953. The winner will be 
invited to attend the meeting at the 

expense of the committee. 

This vear’s contest is similar to the 
one held last year in which C. M. Daniel, 
Hardware Mutual Casualty Co., was 
awarded the $500 first prize for his entry 
on “Group Ratemaking for Small Car- 
riers.” 

Again this vear the contest is open to 
students in colleges and universities and 
staff employes of accident and_ health 
departments of insurance companies. 

May Include Any Research Area 

Entries may be essays of an historical, 
statistical or critical-analytical nature. 
The subject may pertain to either group 
or individual accident and health insur- 
ance and may include any area of re- 
search such as policy benefits, etc. 

entries will be judged on the basis 
of accuracy, clarity and conciseness of 
expression, importance of the subject, 
and study and research in accumulating 
data. In addition to the cash prize there 
will be first, second, third and fourth 
honorable mention designations for those 
entries judged to be suitable for special 
recognition. Entries will be reviewed by 
a panel of judges comprising representa- 
tives from the educational field, the in- 
surance business and insurance journal- 
ism. Deadline is March 31, 1953. 

In his letter of invitation to colleges 
and universities and insurance compa- 
nies, Robert R. Neal, North American 
\ccident, president of the Health & Ac- 
cident Underwriters Conference, — said 
that participation in the competition 
last vear was most gratifying and it is 
anticipated that even more entries will 
be received this year. 

The award was established in honor 
of Harold R. Gordon, first executive 
secretary and later managing director 
of the conference, who died in 1948 
Because of Mr. Gordon’s influence and 
contribution to accident and health in- 
surance, a memorial in the form of a 
fund was established, the income from 
which is directed to be used for suitable 
recognition of worth-while achievements 
in the accident and health business. 

In addition to Mr. Scherr, other mem- 
bers of the committee are C. O. Pauley, 
managing director, Health & Accident 
Underwriters Conference, and E. 
Faulkner, president, Woodmen Accident. 
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Auto Situation Becomes 
Tense in Massachusetts 


RATES GROSSLY INADEQUATE 


Companies Reported Ordering Brokers 
to Write No New Business; Fight 
for Compulsory Law Threatens 


3oston—Proposed restrictions by in- 
surance companies on new policies for 
automobile owners for 1953 has started 
, wave of protests in Chelsea, Revere, 
Boston, Worcester and other high rate 
Massachusetts cities and towns. 

“The Chelsea and Revere brokers were 
ordered by their companies not to write 
new policies. Demands for an appeal to 
Governor Paul A. Dever and the estab- 
lishment by the state legislature of a 
state insurance fund have been urged 
by many of the critics. 

“The controversy was related to how 
much of an increase in the compulsory 
rates will be announced next month by 
State Insurance Commissioner Dennis E. 
Sullivan. The companies are reported to 
want a 20% increase at least. 

Rates Grossly Inadequate 

John O'Connor, executive secretary 
for the casualty insurance companies 
serving Massachusetts, explained that 
the rates now are “so grossly inadequate 
that the very survival of the insurance 
companies is at stake. Certainly no com- 
pany can be censured for reluctance to 
write business on which it knows it is 
going to lose money,” he said. 

The automobile insurance companies 
reported last year that they lost more 
than $5,000,000 from 1946 through 1950, 
and thev said that $4,300,000 of that loss 
was in the year 1950 alone. 

Mr. O’Connor said that increasing ac- 
ident totals “with jury awards shooting 
up and with the inflated costs of set- 
ting personal injury claims it must now 
be clear that the insurance companies 
are faced with disaster in Massachusetts 
unless rate relief is granted by the In- 
surance Commissioner.” 

Puts Squeeze on Motorists 

The latest action puts the squeeze on 
many motorists as well as the insurance 
companies, who would obviously be de- 
prived of premiums for writing the 
automobile business of those termed 
undesirable risks. 

So, too, does the crackdown by the 
companies on those with bad accident 
records force the motorists to do busi- 
ness directly with the companies, there- 
by eliminating the brokers, it is pointed 
out, 

However, it is believed that the state’s 
1,200,000 car owners will be registered 
again for next year. Many will probably 
be forced into the assigned risk pool, 
which the state has established for those 
denied initial coverage. By this method, 
the companies are forced to write this 
dubious business in proportion to the 
total business they enjoy. 

The Chelsea Brokers Association re- 
vealed that its 25 member agents were 
under instructions from their companies 
to accept no new business whatsoever 
for next year and renew coverage only 
where the accident record was good. It 
was also learned that Revere agents had 
received similar orders. These are high 
rate zones and would feel the results of 
the crackdown first. However the insur- 
ance companies said that bad risks all 
over the state were in the same boat. 
Already a move has started in Chelsea 
to file a measure in the next session of 
the legislature for the state to take over 
the handling of compulsory insurance. 


CPCU’s Are Honored 


(Continued from Page 30) 
to the code of ethics of the American 
Institute. 

Each of the following responded to the 
calling of his name by Dr. Loman and 
came to the rostrum: 

William O. Bailey, National Bureau 
o Casualty Underwriters; David Bern- 
stein, vice president, Jos. Halberstadt 
& Co., Inc., New York; James S. Blan- 
ning, chief payroll auditor. American 
Surety, New York; Robert Donald 





Clements, underwriter, Royal-Liverpool 
Insurance Group, New York; Garrett J. 
Dykhouse, Royal Liverpool Insurance 
Group, New York; Henry A. Herman, 
Jr., supervisor, Wm. H. McGee & Co., 
Inc., New York; John I. Klocke, casualty 
manager, W. E. Gorbach, General Agent, 


New York; Raymond J. Poltronieri, un- 
derwriter, Employers Mutual Liability, 
New York; Harold S. Poole, Jr., special 
agent, Hartford Fire, Syracuse, N. Y.; 
Donald Graham Ross, underwriter, Hart- 
ford Accident & Indemnity, Bridgeport, 
Conn.; Gilbert L. Sandgren, broker, 
Bloomfield, Conn.; A. Leslie Leonard, Jamaica, N. Y.; Philip Shatz, agent, 
assistant dean, The School of Insurance, Mahopac, L. I, N. Y.; Carl J. Sherwood 
Insurance Society of New York, Inc.; of Rosen & Sherwood, New York; 
Robert C. Mehorter of McDaniel & Co., Norman N. Swann, underwriter, Im- 
New York. proved Risk Mutuals, White Plains, 

Also Richard Morehead, automobile N. Y.; C. Russell Sweet, Jr., casualty 
underwriter, Atlantic Mutual, New York; underwriter, Zurich-American Insurance 
Louis H. F. Mouquin, general broker, Companies, New York; Frank E. Tullis, 





..- but your insurance 
agent can save you from 
the consequences! 


Through a single insurance policy, 

you can be protected against financial loss 
due to the loss of money and securities 
from DisHonesty, DESTRUCTION or 
DisaPPEARANCE. And it makes no 
difference whether any of these 3 D’s 
happens on or off your premises. 


Your American Surety Agent will fit this 
**3-D” policy to the exact needs of your 
business. Play safe—phone him today! 





One of a series appearing in business 
and consumer magazines—designed to 
help our agents secure new business. 


For the best in protection— 
call your American Surety Agent! 


HMERICAN SURETY 


mmiecarconiomel COMPANY a 


i 

100 Broadway, New York 5, N. Y. 
FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 


ane 
sane 








Inland Marine manager, America Fore 
Group, Brooklyn Office, and Hamilton 
C. Wade, treasurer, Hamilton & Wade, 
Inc., New York. 

Conick’s Tribute to Loman 

In the early part of his address Mr. 
Conick referred to Dr. Loman’s election 
on September 11 to be executive vice 
president and a governor of the Insur- 
ance Institute of America. In assuming 
this post he will direct and supervise 
the Institute’s educational program. This 
activity is in addition to his important 
responsibilities as dean of the American 
Institute, the speaker said. He expressed 
keen pleasure at having the benefit of 
Dr. Loman’s wide experience in this en- 
deavor. : 

Pointing out that this move represents 
the culmination of many years of forma- 
tive endeavor in the direction of a c 
ordinated program of insurance educa 
tion, Mr. Conick outlined the work that 
will be done in the future under the 
guidance of a joint committee of which 
he is chairman. He said: 

“We intend to revise the existing pro- 
vrams so as to meet the needs of be- 
ginners in the insurance business as 
well as those who wish to go on to the 
higher courses at the CPCU level. Our 
committee intends to establish 
standards for periodical examinations on 
a nationwide regards 
phases of property and casualty insur- 
ance and also to provide for the conduct 
of these examinations, with certificates 
being awarded to those who successfully 
complete them. : 

“It is intended that this certification 
plan with respect to elementary phases 


also 


scale as basic 


of insurance will take the place of the 
associate membership plan which has 
heretofore been followed by the Insur 
ance Institute (except with respect to 


those persons who have already earned 
partial credit toward an associate mem- 
bership and who wish to complete the 
present courses of the Insurance Insti 
tute during the next two years). These 
combined educational operations will 
henceforth be conducted from the 
American Institute’s Philadelphia office 
although the principal office of Insur- 
ance Institute will continue in New 
York as heretofore.” 

Further along Mr. Conick gave recog- 
nition to the organizations which pro- 
vided the initial funds in 1942 for the 
establishment of the American Institute, 
naming the Association of Casualty & 
Surety Companies, National Board of 
Fire Underwriters and American Mu- 
tual Alliance. “These organizations have 
continued their support through the suc- 
ceeding years,” he said. Tribute was also 
paid to Dr. S. S. Huebner of Wharton 
School, University of Pennsylvania, for 
his foresight in having conceived the 
idea as early as 1924. Dr. Huebner and 
Dr. Loman have been the two outstand- 
ing contributors to its success, Mr. 
Conick said. 
The National 

In closing Mr. Conick said that the 
business of insurance in this election 
vear has an unusual opportunity to 
render a vast public service. “The fact 
that security of one type or another is 
at the root of all current national issues,” 
he declared, “certainly suggests that the 
insurance business has a prime interest 
in the course of these events. 

"e are in the business of selling 
security—we possess the means of solv- 
ing the problems of security on a pro- 
fessional basis. We have the machinery, 
the experience and the know how to 
furnish to the American people most 
of the types of security which they re- 
quire and for which they are able to 
pay. As a consequence, we have today 
the greatest market that ever existed 
for our wares. 

“T do not believe, therefore, that in- 
surance should sit idly by while great 
issues are being debated. Ours is not an 
isolated business. I don’t suppose there 
is any which has a more direct impact 
on the national economy and _ society 
Thus, it seems to me that the time has 
come for the insurance business to make 
its position more prominent. To do so 
it must make its voice heard as a pro 
gressive advocate of sound policies 
which are needed to guide our nation.” 


Election and Insurance 
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White Sulphur Echoes 


(Continued from Page 34) 


elder statesman present, held office in 
1925 and was president of NACSA in 
1937-39. And it was 35 years ago (1917) 
that your reporter, then an agent in 
Helena, Ark., served as NAIA president. 
Time marches on. 
x * x 

The convention was signally honored 
to have Wade Fetzer, Sr., and Mrs. 
Fetzer of Chicago among those present. 
He was the first president (1913-14) of 


National Association of Casualty & 
Surety Agents and is its only living 
founder. Those who heard Wade's in- 


spiring talk at the final convention ses- 
sion will not soon forget the wisdom of 
his advice. In capsule form it was to 
this effect: “Don’t worry yourself to 
death about today’s difficult problems. 


They were just as serious 50 years ago 


and somehow the leaders of that day 
solved them, and so will you.” 

* * 
Two other producer leaders—Oliver 


Blase, St. Louis, National Association of 
Brokers, and J. Leonard 
Brown, Denver, American Association of 
Managing General Agents—“first timers” 
at the meeting were Ww elcomed guests and 
made new friends for their organizations 
Many friends also greeted Bill Olson and 
Mrs. Olson of Chicago, convention old- 
timers, who brought along their 
Robert, and his nice wife. Bill is execu- 
tive committee chairman of the Surety 


Insurance 


Son, 


Bond Producers Association and pre- 
sided over an informal meeting. 

Martin W. Lewis, general manager, 
Surety Association of America, and 


Howard M. Starling, Washington, D. C., 
manager, Association of Casualty & 
Surety Companies, told these producers 
about bonding trends. Martin was also 
impressive in his talk at a_ breakfast 
meeting of 30 company executives. 
* * 

glad to note the 
attendance of A. L. Kirkpatrick, insur- 
ance manager, United States Chamber 
of Commerce, and Mrs. Kirkpatrick. He 
over from Asheville, N. C., 
where he had addressed the Bureau ot 
Accident & Health Underwriters the pre- 
vious week. “Kirk” added to his reputa- 
tion a few weeks ago by superb handling 
of details for the Hemispheric Insurance 


Your reporter was 


mote red 


Conference at the Waldorf-Astoria, New 
Tork. 
a 
The New England contingent’s largest 


representation came from the Employ- 
ers’ Group and included Edward A 
Larner and Mrs. Larner, Frank J. Carey 
ind Mrs. Carey, Gay Gleason and Mrs. 





Gleason, Thomas A. White and Mrs. 
White, and Frank W. Boyle and Mrs 
Boyle. 


* * * 


Hartford was well represented by the 
following: Robert I. Catlin, C. Grady 
Hallowell, H. T. Knudson and Wilmot 
M. Smith, all of Aetna Casualty & 
Surety; Manning W. Heard, W. H. Wal- 
lace and Frank C. McViear, all of Hart- 
ford Accident & Indemnity (but where 


was Bill Jainsen of that company ?); 
Charles J. Haugh and George E. Peter- 
son of the Travelers; C. Edgar Blake 


and W. H. Henshaw, Hartford Steam 
Boiler, and E. B. Stout, Jr., Phoenix In- 
surance Co.; and from New Haven, S. 
H. Swart. Security-Connecticut Compa- 
nies. 


x x x 

Everyone was glad to welcome Mrs. 
Wallace Falvey whose husband heads 
Massachusetts Bonding of Boston. And 


it was sad news to learn that her sister- 
in-law, Mrs. Donald Falvey, passed away 
last summer. She had graced many a 
White Sulphur convention by her pres- 
ence. 


x ok x 

It was hard to spot the new faces at 
this big gathering but it should be re- 
corded that American International Un- 


derwriters Corp., the specialists in cov- 
erage abroad for Americans and Ameri- 
can interests, was represented for the 


first time by the following: W. Winthrop 
Clement, E. I. Mellor, Marshall Frost 
whose late father, Howard E., had a long 
and honorable career as a bonding ex- 
ecutive, and John J. Vogel, Jr. 

eae oe 


Philadelphia and Baltimore were also 
well represented as always, the list in- 
cluding the following company people: 


C. L. Brearly, General Accident; Wm. 
T. Harper, Edward L. Castleton and 
Harry C. Michael, Maryland Casualty; 


H. P. Stellwagen, James M. Crawford 
and Franklin Vanderbilt, Indemnity Co. 
of North America; A. Reid Johnson and 
George E. Day, New Amsterdam Casu- 
altv; W. Stanley Kite, Fire Association ; 
Joseph F. Matthai, John D. Williams, 
and W. E. Pullen, United States F. & 
G.; B. H. Mercer and J. Harry Schisler, 
Fidelity & Deposit. 
x x * 

Your reporter’s old associates of Na- 
tional Surety Corp. are faithful in their 
attendance. Besides Ellis H. Carson, 
president of that company whose grasp 
of the difficult automobile insurance 
problem made a real impression on the 
agents at their final session, Vice Presi- 
dent Sherman G. Drake and Mrs. Drake 
were on hand. Mrs. Drake was most 
deserving of compliments paid to her for 
her job in handling the women’s bridge 
tournament in which there were 80 
players. This was her second year as 
chairman, succeeding Mrs. Howard P. 
Dunham, wife of American Surety’s vice 
president, who handled the assignment 
ior 18 years. Mrs. Carson accompanied 
her husband again this year and made 
new friends. 

* * « 

Finally a few words must be said about 
the inspection agency people and_ the 
newspapermen without whom no conven- 
tion would be complete. J. Charles King, 
peripatetic executive vice president of 
Hooper-Holmes Bureau, Inc., was up and 
around at 6:30 a.m. the Sunday morning 
that many of the conventioneers arrived. 
His gracious wife, Gertrude, is always 
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as effective as possible, but no one at 
this time knows whether or not it will 
work out.” 

Stellwagen on Package Policy Trend 

Another item on the agenda was the 
trend toward multiple line underwriting 
which was analyzed by H. P. Stellwagen, 
executive vice president, Indemnity In- 
surance Co. of North America. He is 
watching with considerable interest, he 
said, the experiment in issuing homeown- 
ers policies, and pointed to the growing 
philosophy that the package policy (fire, 
theft and liability) as something that 





happy and serene at these gatherings. 
Howard A. Slayback, president, O’Han- 
lon Reports, Inc., brought his charming 
wife again this year. Ralph Bergesen 
and Howard J. Hub, respectively presi- 
dent and vice president of Service Re- 
view, Inc., and their wives also partici- 
pated in the activities. We missed James 
*. Malone, president, Retail Credit Co., 
and Mrs. Malone, but William E. Calla- 
han, assistant sales manager of that com- 
pany, and Mrs. Callahan did themselves 
proud in representing Retail Credit. 
* * cs 


The working press at the convention 
included Elmer (Butch) Miller, New 
York Journal of Commerce who seemed 
to be up against a press deadline all the 
time; Kenneth Force, National Under- 
writer, who took a lot of pictures and 
never seemed to be in a hurry; Roger 
Kenney, United States Investor, whose 
weekly feature articles never fail to at- 
tract attention; Chet Kellogg, A. M. 
Best’s News, who will sooon deliver an- 
other helpful “trend” talk, this time be- 
fore a St. Louis gathering; Jim Gregory, 
scholarly editor of Rough Notes, and 
Wally Clapp, The Eastern Underwriter, 
who was on the lookout as always for 
human interest subjects. 
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people will want to buy and the pro- 
ducer will want to sell. 

It means a better deal for both parties 
in his opinion, in that the premium ie 
indivisible. He thought that this treng 
should be encouraged as it is aimed at 
reaching the mass market “which We 
must exploit in order to get the public 
into an insurance-minded attitude.” 

Mr. Stellwagen’s sizeup was that myl. 
tiple line writing is now in the trial 
and error stage. He said that company 
executives must try to understand one 
another on the fire and casualty sides 
“At present we don’t have the same 
vocabulary but we have reached the point 
gradually of understanding each other” 
he brought out. To the enjoyment oj 
agents present he then said: “The home 
office man must know almost as much 
as the agent, and that will be quite an 
accomplishment.” 

Higher Limits Get Airing 

Next subject discussed was that of 
selling higher limits, and the anxious 
question was put as to whether such lim. 
its would be obtainable after they have 
been sold. The agents received this 
clear-cut answer from Ellis Carson: 

“Insurance is subject to the same laws 
of supply and demand as in any other 
line of activity. We can’t overcome these 


laws. When we get back into balance 
again we may be in a position to do 
better. We would like to be making 


some money now for our stockholders, 
Let’s face the fact that we are in a lim- 
ited market because we are short of 
capital. Investors will not come into the 
picture unless they can see some return 
on their investment. .. . The objective 
we hope to attain will be helped if we 
can get the assurance of a reasonable 
profit.” 

Chairman Harrington then asked: 
“How soon after rate increases are made 
will the market capacity be eased?” It 
was a fair question as reportedly the 
situation in New York is not much im- 
proved even though automobile B.1. and 
P.D. were raised two months ago. His 
question was answered as follows: 

“We look first at our over-all  situa- 
tion and if it has improved we then 
decide that we can enlarge our market 
capacity. If it is a gloomy picture, we 
do not think it is intelligent to increase 
our volume of business. It must be 
realized that it will take from a year to 
two years after a rate increase before 
any significant part of the rate increases 
are added to earned premiums to im- 
prove the experience. 

As his contribution to the discussion, 
H. F. Warner of Kansas City told about 
a trattic observer’s program which is 
working successfully in his city. There 
are 200 civilian observers with no legal 
authority who kept their eyes open tor 
traffic violators and, when noted, send a 
report to the traffic department for fol- 
low-up. Little cards are furnished for 
that purpose, Mr. Warner explained. 
He went on record that this system has 
had a stabilizing effect and that careless 
driving, particularly among teen-agers, 
has been cut down. So far reports on 
800 traffic cases have been made and 
“there’s no telling how many lives have 
been saved,” said the speaker. 

Federal Employers’ Liability 

As a final subject, a mid-west agent 
brought up the need for a new Federal 
act to replace the old Federal employ- 
ers’ liability system that still covers 
common carrier railroad employes. He 
brought out that there are a substantial 
number of short line common carrier 
railroads that are faced with a tremen- 
dous problem in meeting the require 
ments of old Federal employers’ liability 
act. “We are having a tough time m 
getting insurance coverage in the export 
market,” this agent stated. 

He therefore hoped that the casualty 
industry would make every effort to have 
a new Federal act along the lines of the 
workmen’s compensation harbor workers 
act substituted for this old Federal act. 

3efore the session closed Mr. Harring 
ton was empowered by the association, t0 
ascertain the attitude of the Atomic En- 
ergy Commission in recognizing insur 
ance producers as “advisers” on cost- 
plus-a-fixed fee jobs. 
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OUCH! it hurts... 


Even after a patient has fully recovered from an accident or sickness, he 
can still say “Ouch” when faced with the bills that have resulted. But 


not if he is protected by Travelers Accident and Sickness insurance. 


You can tell your clients that they can remove the worry of financial loss 
by buying Travelers Accident and Sickness insurance. Point out to them 
that they can have weekly indemnity protection against disability from 
accident or sickness... for only a few centsa day. And it’s good business 


for you. 


Just contact the nearest Travelers Branch Office Manager. You'll 
get full information on Travelers broad, up-to-date Accident and 
Sickness contracts... plus a selection of hard-hitting sales aids and 


leaflets. 


THE TRAVELERS 
INSURANCE COMPANY ~~ 


HARTFORD 15, CONNECTICUT 
7 


~- 
































In recent national elections in some free countries, 
the following percentage of eligible persons voted: 


Australia 96% voted (1951) 
Great Britain 83% voted (1951) 
Sweden 80% voted (1950) 
Western Germany 75% voted (1949) 
Canada 74% voted (1949) 
Israel 72% voted (1951) 
United States 51% voted (1948) 











Only about one-half of our voters went to the polls in the last presi- 
dential election. The right to vote is a privilege and a responsibility. 
Let us make this year’s vote the largest ever recorded in our history! 
Get out and vote November 4th! Urge all your friends to do likewise. 


Metropolitan Life “ Insurance Company 





























